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New,  plumped-up 

Snugglers'  Newborn 
produces  new, 
plumper  profits  for  you! 

New,  improved  Snugglers  are  already  in  great 
shape  for  re-launch.  Now  Newborn  gets  an  added 
sales  booster:  extra  fluff  to  make  it  extra  absorbent! 

New,  super-absorbent  Snugglers' Newborn!* 
It'll  be  a  sell-out.  Order  plenty. 
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New  improved  Snugglers' 
range:  Newborn, Daytime, 
Super  Daytime,  Toddlers. 


Personal 
hygiene 

SPECIAL  SUPPLEMENT 

Adrian  Rogers' 
patients  to 
run  pharmacy? 

No  pharmacist 
on  'qualified 
person'  panel? 

Doctors'  flu 
vaccine  'bonus' 
:auses  a  stir 


Britain's  biggest  selling  disposable  nappy...60%  of  the  market. 


Why  you  should  go 
for  a  slim  waistline. 

This  is  the  shape  of  feeding  bottle  sales.  The  highly 
identifiable  shape  of  a  Freflo  polycarbonate  bottle. 

This  year  we're  promoting  bottles  in  a  bigger  way  than 
ever  before  with  colour  pages,  in  all  the  mother  and  baby 
magazines. 

The  shape  focuses  attention  on  the  many  important 
features  that  set  Freflo  apart. 

Like  the  rimless  neck  that's  more  hygienic  and  easier  to 
clean.  The  polycarbonate  surface  that's  fully 
boilable  and  virtually  unbreakable.  And 
the  choice  of  teats  which  develops 
through  all  stages  of  feeding. 

Make  sure  your  customers  are  able 
to  get  hold  of  Freflo,  the  feeder  with  the 
slim  waistline,  by  ordering  your  supplies 


by  Griptight 
Little  things  mean  a  lot. 
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COMMENT 

Spring  fever 


Dr  Adrian  Rogers — a  name  which,  unfortunately,  is 
becoming  very  familiar  to  pharmacists — has  been 
talking  to  the  Press  again.  We  had  hoped  that  perhaps 
the  doctor  had  heeded  our  plea  in  this  column  last  year 
to  remain  silent  after  attacking  pharmacists  three  New 
Years  in  succession,  but  we  were  to  be  disappointed. 

This  time  he  has  turned  his  words  into  deeds  by 
supporting  the  establishment  of  a  pharmacy  at  his  Exeter 
city-centre  surgery,  under  the  ownership  of  a  company 
to  be  formed  by  his  patients  (p664).  It  is  a  move  which 
could  clearly  have  a  devastating  effect  on  the  existing 
pharmaceutical  service — but  then,  Dr  Rogers  is  of  the 
opinion  that  there  is  no  such  thing! 

The  story  so  far.  In  January  1977  Dr  Rogers  claimed 
that  chemists'  "monopoly"  of  dispensing  was  harmful  to 
patients  and  that  their  "shops  would  not  be  missed". 
That  opinion  was  expressed  in  a  Sunday  Times  article  and 
immediately  its  theme  was  complemented  by  one  in 
Pulse  in  which  he  added  that  "no-one  would  be 
concerned  by  the  widespread  closure  of  pharmacies."  In 
January  1978  he  rejected  the  Clothier  report  (he  was 
then  a  dispensing  doctor)  in  a  letter  to  the  British 
Medical  Journal.  This  time  he  talked  of  the  one-mile 
limit  being  supported  by  pharmacists  "in  their  bid  to 
maintain  an  often  unnecessary,  inconvenient,  but 
lucrative  service." 

New  Year  1979  saw  Dr  Rogers  surfacing  again,  now  as 
a  hospital  doctor.  He  acknowledged  the  need  for 
pharmacists  in  industry  and  hospitals  where  they  could 
advise  doctors  about  medicines — but  "never  to  advise 
patients".  Adding  that  attempts  were  being  made  to 
show  that  pharmacists  protect  the  patient  from  the 
doctor,  he  asked:  "Who  will  be  the  patient's  safeguard 
from  pharmacists?"  On  pharmacy  closures,  he  said  that 
pharmacists  should  compete  with  the  chain  chemists  or 
"simply  succumb  to  natural  wastage". 

Just  what  Dr  Rogers  is  trying  to  achieve  in  Exeter  is 
anyone's  guess — the  "service"  his  patients'  company  is 
proposing,  must  surely  be  a  far  cry  from  that 
envisaged  by  local  residents  when,  in  common  with 
many  other  estate  communities,  they  have  previously 
campaigned  for  a  pharmacy.  Perhaps  Dr  Rogers  needs 
reminding  that,  when  patients  in  Tetbury  were  warned  that 
doctor  dispensing  meant  loss  of  a  complete 
pharmaceutical  service,  they  soon  showed  where  their 
loyalties  lay. 

Many  "estates"  have  lost  their  pharmaceutical 
service,  and  many  residents  have  much  more  than 
half-a-mile  to  travel  to  the  next  nearest  pharmacy.  But 
that  has  not  been  the  wish  of  the  pharmaceutical 
profession — it  has  been  brought  about  by  the  grouping 
of  doctors  and  the  residents'  own  preference  for 
supermarket  shopping. 

The  intervention  of  a  second  professional  in  the 
prescribing-dispensing  process  has  been  shown 
essential  on  many  occasions,  as  Mr  J.  P.  Kerr  stressed 
to  a  Community  Health  Council  conference  last  week 
(p665),  but  it  is  a  difficult  point  to  get  home  to  patients. 
Less  difficult,  perhaps,  is  Mr  Kerr's  attempt  to  lay  a 
charge  of  commercialism  at  doctors'  door  over  the 
question  of  influenza  vaccine.  Put  out  by  the  Society  as 
a  Press  release,  this  charge  has  caught  the  media's 
imagination — but  allowed  the  BMA  to  retort,  by 
implication,  that  doctors  are  above  such  things, 
however  pharmacists  might  behave. 

When  the  slanging  reaches  this  stage,  we  are 
entitled  to  ask  Whether  pharmacy  is  not  descending  to 
Dr  Roger's  level.  The  two  professions  should  surely  be 
working  for  mutual  respect — there  are  enough  divisions 
already. 
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Surgery  pharmacy 
to  be  patient-run? 


Dr  Adrian  Rogers — who  has  criticised 
retail  pharmacists  and  the  service  they 
offer  on  a  number  of  occasions — may  be 
associated  with  the  first  "patient-run 
chemist's  shop  in  the  country." 

A  report  in  last  week's  General  Prac- 
titioner suggested  that  the  Pharmaceutical 
Society  had  given  the  "green  light"  to  a 
part-time  pharmacy  in  Dr  Rogers'  branch 
surgery  on  Exeter's  Burnt  House  Estate. 
According  to  GP,  the  Society  had  given 
the  group  three  "special  dispensations" 
— though  'two  of  these  appear  to  he  more 
the  province  of  the  FPC. 

The  dispensations  were: — That  the 
pharmacy  can  be  run  part-time;  that  it 
can  be  set  un  in  a  doctor's  surgery,  and 
that  it  should  be  allowed  in  an  urban 
area.  The  Burnt  House  Estate  is  a  "poor 
area"  in  the  city  and  there  have  been 
moves  to  attract  a  doctor's  surgery  for 
some  years,  it  is  understood.  Now  Dr 
Rogers  has  joined  a  health  centre  group 
and  opened  a  branch  surgery  on  the 
estate — where,  with  the  support  of  a  local 
action  committee,  he  proposes  that  a 
pharmacy  should  be  established.  GP  says 
that  it  would  be  open  initially  three  days 
a  week,  at  the  same  time  as  the  surgery, 
and  be  staffed  by  a  recently-retired  phar- 
macist. 

Local  reaction  from  pharmacists, 
stimulated  by  Press  reports,  has  been 
hostile,  since  at  least  three  existing  phar- 
macies would  be  affected  b.y  the  move. 
One  of  these,  little  more  than  half-a-mile 
from  the  proposed  pharmacy,  is  believed 
to  have  previously  offered  a  collection- 
and-delivery  service — an  offer  which  has 
not  been  taken  up. 

Consortium  preferred 

Mr  Stuart  Thomas,  LPC  chairman, 
told  C&D  that  if  the  part-time  pharmacy 
was  deemed  to  be  necessary  and  was  to 
be  subsidised  to  an  extent  that  would  be 
viable,  then  they  believed  it  should  be 
run  by  a  pharmacist  in  his  own  name  or 
by  a  limited  company  with  a  pharmacist 
on  the  board.  However,  personally  he 
would  prefer  that  if  a  pharmacy  were 
set  up  it  should  be  through  a  consortium 
of  the  affected  pharmacies. 

A  Pharmaceutical  Society  spokesman 
had  no  comment  to  make  at  this  stage 
but  confirmed  that  the  last  of  the  three 
points  is  one  simply  for  the  Family  Prac- 
titioner Committee.  The  first  point  could 
be  a  concern  of  the  Society  in  respeot  of 
the  registration  of  the  premises  (for  ex- 
ample, whether  any  physical  separation 
is  necessary),  while  the  establishment  of 
a  pharmacy  in  a  doctor's  surgery  might 
need  to  be  examined  by  the  Ethics 
Committee. 

The  Pharmaceutical  Services  Negotia- 
ting Committee  is  being  kept  informed, 
but  the  matter  is  still  in  the  hands  of  the 


LPC.  However,  as  a  matter  of  principle, 
Mr  Alan  Smith,  PSNC  chief  executive, 
said  that  if  the  pharmacy  were  deemed 
necessary  it  should  be  subsidised  by  an 
extension  of  the  Essential  Small  Phar- 
macies Scheme.  As  the  Franks  panel 
recommended:  "If  it  is  judged  to  be 
essential  in  the  public  interest  for  a  par- 
ticular pharmacy  to  remain  open,  we 
would  have  thought  that  the  cost  of  sup- 
port should  be  borne  by  public  funds." 

February  sales 

Retail  sales  by  chemists  and  photogra- 
phic dealers  rose  9  per  cent  in  February, 
taking  the  index  to  124,  according  tq 
Department  of  Industry  statistics.  This 
increase  is  in  line  with  that  for  small 
retailers  of  all  businesses,  also  at  9  per 
cent  (index  118),  but  only  half  that  of 
the  overall  rise  for  all  businesses — 18 
per  cent  (index  143). 

Large  retailers  of  all  businesses 
showed  an  increase  of  24  per  cent  (index 
159),  with  Co-operative  societies 
increasing  by  20  per  cent  (index  147). 
NHS  receipts  are  excluded. 

Film  prices  held 

Film  prices  will  not  be  reduced  because 
of  the  recent  slump  in  the  silver  market, 
according  to  both  Agfa  and  Kodak.  The 
price  of  silver  has  fallen  £170  per  ounce 
on  the  price  of  a  month  ago. 

Spokesmen  for  both  companies  told 
C&D  that  they  considered  the  market 
too  unstable  to  make  any  such  decision 
but  that  they  would  continue  to  watch 
it  closely.  Agfa  also  pointed  out  that  their 
price  increases  had  encompassed  rising 
costs  of  the  last  18  months. 

Closure  rate  slows 

There  was  a  net  loss  of  eight  phar- 
macies to  the  Pharmaceutical  Society's 
Register  in  March,  which  is  far  less 
than  the  closure  figures  for  the  previous 
two  months. 

In  England  14  opened  up  and  20 
closed  down,  of  which  one  was  in 
London.  Three  opened  up  in  Wales 
and  two  closed  down  with  three  opening 
up  and  six  closing  down  in  Scotland. 
This  brings  the  net  loss  of  pharmacies 
to  the  register  to  47  so  far  this  year. 

Sailing  newsletter 

Following  the  details  published  of  an 
"Association  of  Sailing  Pharmacists" 
(C&D  January  5,  p6),  a  newsletter  is 
available  for  anyone  interested.  Further 
details  can  be  obtained  from  Mr  J.  A. 
Davis,  MPS,  at  B.  G.  Glover  Ltd,  55 
Southey  Green  Road,  Sheffield  S5  7QB. 


NCT  resents  'no' 
to  VAT  appeal 

Small  traders  must  be  protected  an 
have  the  right  of  appeal  to  a  VA' 
tribunal  says  the  National  Chamber  c 
Trade  in  response  to  a  recent  decisio 
by  the  House  of  Lords. 

In  letters  to  both  the  Chancellor,  S 
Geoffrey  Howe,  and  Industry  Unde 
Secretary  with  responsibility  for  sma 
businesses,  David  Mitchell,  the  NC 
says  it  is  dismayed  by  the  House  c 
Lords  decision  that  a  trader  does  n< 
have  the  right  of  appeal  to  a  VA 
tribunal  against  a  Customs  and  Excis 
decision  that  adequate  records  an 
accounts  had  not  been  kept  for  the  pu 
poses  of  the  VAT  special  scheme. 

The  NCT  says:  "The  Lords  decisio 
may  well  be  an  impeccable  decision  c 
law  but  was  it  in  line  with  the  origin! 
intention  of  parliament.  Traders  woul 
appear  to  be  left  at  the  mercy  of  vi 
tually  uncontrolled  power  by  the  Con 
missioners  of  Customs  and  Excise.  Th 
NCT  wonders  what  other  powers  the 
possess." 

UK  narcotic 
addicts  up 

A  17  per  cent  increase  was  recorded  las 
year  in  the  number  of  UK  narcoti 
addicts  receiving  drugs  from  medic* 
practitioners.  Figures  on  the  number  c 
drug  addicts  known  to  the  Home  Offic 
were  issued  last  week  revealing  tha 
2,815  addicts  were  receiving  narcotics  t 
treat  their  addiction  at  December  31 
1979. 

As  these  figures  relate  only  to  addict 
notified  to  the  Home  Office  they  may  b 
affected  by  changes  in  reporting  practice; 
A  19  per  cent  increase  was  recorde 
between  the  end  of  1977  and  the  end  o 
1978,  when  their  was  some  improvemeti 
in  notification  procedures  in  response  t\ 
a  drugs  inspectorate  campaign.  The  per 
centage  increases  in  1979  and  1978  wer 
much  larger  than  in  earlier  years  am 
brought  the  average  annual  increase  ove 
the  period  1970-79  to  about  8  per  cent. 

The  main  factor  in  the  1979  increas 
was  the  number  of  addicts  (1,615)  notifiei 
to  the  Home  Office  for  the  first  time— 
20  per  cent  more  than  in  1978.  The  pro 
portional  increases  in  the  number  of  ne-v 
addicts  in  the  last  three  years  were  mud 
larger  than  in  earlier  years,  bringing  th 
average  annual  increase  over  1970-79  ti 
nearly  10  per  cent. 

There  was  a  relatively  small  increasi 
(378)  in  the  number  of  former  addict 
who  were  re-notified  in  1979 — only  3  pe 
cent  more  than  in  1978.  The  average 
annual  increase  over  1970-79  was  a'bou 
5  per  cent.  The  number  of  persons  whc 
ceased  to  be  recorded  as  addicts  in  1 97* 
was  1,980 — 16  per  cent  more  than  ir 
1978,  bringing  the  average  annual  in 
crease  to  about  5  per  cent  over  1970-79. 
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Flurry  over 
choice  of 
flu  vaccine 


Mr  J.  P.  Kerr,  a  former  president  and 
present  Council  member  of  the  Pharma- 
ceutical Society,  has  accused  doctors  of 
being  influenced  by  commercial  factors 
in  their  selection  of  medicines. 

Speaking  at  a  conference  of  northern 
community  health  councils,  last  week, 
Mr  Kerr  said:  "The  choice  of  'flu  vac- 
cine given  to  patients  last  year  was 
largely  determined  by  a  firm  making  an 
offer  to  doctors  of  six  dozen  free  with 
every  six  dozen  bought,  and  the  choice 
of  the  pill,  before  it  went  on  the  NHS, 
was  determined  by  the  same  economic 
factors". 

Bonuses  denials 

The  three  major  influenza  vaccine 
manufacturers  all  denied  giving  bonuses 
to  doctors.  Duncan  Flockhart  pointed  out 
that  they  adopted  a  policy  of  not  dealing 
directly  with  doctors  and  the  only  excep- 
tion was  doctors  treating  large  industrial 
users.  They  supplied  to  pharmaceutical 
wholesalers  and  retail  chemists  through 
the  normal  trade  channels,  and  this 
would  continue  to  be  their  policy.  Both 
Duphar  and  SerVier  said  that  although 
they  offered  discounts  no  bonuses  were 
given. 

Dr  John  Harvard,  secretary  of  the 
British  Medical  Association,  said  he 
could  not  believe  that  Mr  Kerr's  views 
were  shared  by  the  majority  of  pharma- 
cists and  that  doctors  and  pharmacists 
worked  closely  together  to  help  provide 
a  good  service  to  patients.  He  believed 
such  unsubstantiated  generalisations  were 
unhelpful  and  unnecessarily  undermined 
public  confidence  in  general  practitioners. 
"A  doctor  will  use  his  clinical  judgment 
to  assess  which  drugs  are  most  suitable 
for  his  patients.  Whatever  the  position 
might  be  with  regard  to  pharmacists, 
there  is  no  evidence  whatsoever  that 
doctors  would  succumb  to  commercial 
pressures". 

This  week  the  Pharmaceutical  Society 
revealed  a  circular  sent  to  them  by  a 
North-eastern  pharmacist.  The  circular, 
issued  last  year  by  a  Newcastle  general 
practitioner,  proposes  that  GPs  should 
jointly  bulk-buy  influenza  vaccine  from 
one  manufacturer  (Servier  Laboratories) 
thus  securing  a  large  discount. 

General  practitioners  would  buy  5,000 
or  more  doses  as  a  co-operative  at  the 
"advantageous  price"  of  £1.20  each  plus 
VAT,  and  then  claim  reinbursement  at 
the  official  price.  "This  would  be  financi- 
ally rewarding",  the  circular  says  "be- 
cause for  an  outlay  of  £1.32  (approxi- 
mately) the  member  would  be  reim- 
bursed considerably  over  £2.00  per  dose 
when  claimed  on  form  FP34".  The 
circular  asks  for  firm  orders  and  cheques. 

Mr  Kerr   also   spoke   about  incom- 
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plete  prescriptions  and  said  it  had  been 
stated,  in  a  general  medical  practice, 
publication,  that  a  third  of  all  doctors' 
prescriptions  were  incomplete  in  some 
detail.  Detection  of  errors  in  pre- 
scriptions was  one  of  the  most  impor- 
tant functions  of  the  pharmacist,  and 
that  although  most  mistakes  did  not  give 
rise  to  serious  consequences,  if  every 
pharmacist  prevented  one  serious  error 
per  year,  10,500  people  would  be  protec- 
ted from  serious  repercussions. 

Doctors  should  not  be  blamed  for  the 
occasional  slip  said  Mr  Kerr.  The  com- 
bination of  two  professions  with  separate 
identities,  separate  training  and  separate 
purposes,  working  together  should  prove 
the  ultimate  in  safeguard  to  the  patients. 

Chemists  No  7  in 
popularity  stakes 

People  are  well  satisfied  with  nearly  all 
kinds  of  shop,  but  top  of  the  list  are 
freezer  centres,  with  chemists  lying 
seventh  behind  butchers,  bakers,  jewel- 
lers, greengrocers  and  confectioner/ 
tobacconist-newsagents,  according  to  the 
latest  Mintel  survey  on  retail  trends. 
Health  food  shops  were  among  those 
receiving  a  below  average  rating. 

Mintel  say  that  after  interviews  with 
some  2,000  shoppers,  the  continued 
prominence  of  specialist  outlets  is  con- 
firmed— their  analysis  indicating  that 
there  are  "limits  to  sheer  size". 

The  combined  sales  of  chemists  and 
photographic  dealers  are  put  at  63.1  per 
cent  for  multiples  (including  Co-ops)  and 
36.9  per  cent  for  independents,  with 
Boots  accounting  for  more  than  50  per 
cent  of  the  entire  turnover  of  the  chemist 
trade,  excluding  NHS  receipts. 


On  "what  chemists  sell"  Mintel  give 
a  "sterling  distribution"  to  five  product 
categories  (out  of  24  studied)  of  over  90 
per  cent  (Boots  not  included).  They 
were:  adhesive  dressings,  hair  prepara- 
tions, lipstick,  photographic  goods  and 
proprietary  medicines  ("sterling  distribu- 
tion" is  weighted  to  allow  for  the  per- 
centage of  turnover  held  by  the  stockist). 
Batteries  were  stocked  by  43  per  cent, 
toys  by  14  per  cent  and  foil  and  cooking 
wraps  by  11  per  cent.  Grocers  are  given 
13.7  per  cent  of  all  proprietary  medicines 
and  cosmetics. 

Of  the  2,003  adults  sampled  50  per 
cent  said  they  had  visited  a  chemist  in 
the  previous  week — women  outnumber- 
ing men  almost  two  to  one.  Only  confec- 
tioner/tobacconist-newsagents (61  per 
cent)  and  grocers  (55  per  cent)  had  a 
higher  overall  rate  of  recent  visits. 

In  its  conclusions  the  survey  says  the 
most  important  aspect  of  the  population 
profile  for  retailers  was  the  increase 
in  elderly  one-person  households. 

"British  Retailing  Facts  and  Trends 
1980"  (£495)  is  available  from  Mintel, 
20  Buckingham  Street,  London  WC2. 

Advertising  poll 
for  architects 

Whether  architects  wish  to  be  allowed 
to  advertise  their  services  and  take  direc- 
torships in  property  and  building  firms  is 
to  be  the  subject  of  a  poll  by  the 
Royal  Institute  of  British  Architects. 

This  follows  a  favourable  response  to 
a  previous  poll  of  10  per  cent  of  the 
membership.  Mr  Bryan  Jefferson,  presi- 
dent of  the  institute,  believes  there  is  a 
growing  desire  for  change  among  archi- 
tects and  is  hopeful  that  the  poll  will 
give  a  "yes"  to  advertising. 
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Generic  propranolol 
'makes  sense' 


Prescribing  propranolol  by  the  generic 
name  makes  sense,  according  to  the 
April  11  issue  of  Drug  and  Therapeutics 
Bulletin.  The  Bulletin  concludes  that  this 
enables  pharmacists  to  dispense  the 
cheapest  available  preparation  of  accep- 
table quality. 

Examining  the  Inderal  versus  propra- 
nolol debate,  the  article  outlines  the  back- 
ground to  Id's  advertising  campaign, 
"The  importance  of  prescribing  Inderal". 
The  campaign  started,  according  to  ICI, 
after  imported  generic  propranolol  tablets 
were  dispensed  by  a  Norfolk  pharmacy. 
ICI  obtained  an  undertaking  from  the 
company  not  to  sell  or  supply  propran- 
olol tablets  which  infringed  Id's  rights 
(C&D  September  29,  1979,  p461).  No 
product  licence  was  granted  for  the  im- 
ported propranolol  and  the  advertise- 
ments explained  that  an  analysis  by  ICI 
showed  they  did  not  meet  the  BP  stan- 
dard for  purity. 

The  propranolol  patent  expired  in 
October,  1979,  and  Berk  then  introduced 
their  own  brand  of  propranolol  tablets. 
In  November  ICI  failed  to  obtain  a  High 
Court  injunction  against  Berk  for  deliber- 
ately copying  Inderal  for  commercial 
reasons. 

According  to  the  Bulletin,  ICI  say  the 
advertisements  showing  the  foreign  pro- 
pranolol were  designed  before  the  Berk 
product  was  introduced  and  before  they 
knew  which  companies  would  be  mark- 
eting propranolol.  Pointing  out  that  the 
advertising  was  designed  to  warn  doctors 
that  unless  they  write  "Inderal"  the 
patient  may  get  an  inferior  product,  the 
Bulletin  thinks  this  mistakenly  implies 
that  dither  the  Licensing  Authority  grants 
licences  for  inferior  products  or  that  it 
does  not  enforce  the  licensing  provisions. 

A  spokesman  for  ICI  pointed  out  that 
their  actions  have  been  in  response  to 


Mr  Day,  MPS  (left)  winner  of  the 
Kleenex  balloon  race,  shown  receiving  his 
prize  from  Mr  Stan  Newman  of  Kimberly 
Clark.  The  competition  was  run  at  the 
Herbert  Ferryman  trade  fair  on  board 
the  Townsend  Thorensen  ferry. 


specific  issues  concerning  Inderal,  but 
that  prescribing  by  brand  or  generic  name 
was  a  quite  separate  matter.  On  the  one 
hand  it  could  be  argued,  as  the  Bulletin 
had,  that  it  made  sense  to  prescribe  pro- 
pranolol by  generic  name  for  reasons  of 
economy.  However,  before  patent  expiry, 
doctors  knew  that  whether  the  generic  or 
the  brand  name  was  written,  the  original 
product  would  be  dispensed.  After  patent 
expiry  the  doctor  needed  to  take  a  con- 
scious decision  if  he  wanted  the  original 
product. 

Three  reasons  Why  doctors  should  sup- 
port brand  name  prescribing  were  given 
by  ICI.  It  ensures  that  the  full  technical 
medical  back-up  services  of  the  original 
company  continue  to  be  available.  The 
prescriber  can  be  sure  that  one  specific 
product  by  a  clearly  identified  manufac- 
turer is  being  dispensed.  Finally  it  en- 
sures support  for  the  research-based  phar- 
maceutical industry  and  in  this  case  for 
the  future  research  on  the  use  of  Inderal 
which  is  still  being  carried  out  by  ICI. 

Pharmacy  history 
for  Hungary 

The  1981  International  Congress  for  the 
History  of  Pharmacy  is  being  held  in 
Budapest  from  September  29  to  October 
2.  Topics  are:  Development  of  pharma- 
ceutical sciences  relationship  with  the 
progress  of  natural  sciences;  pharma- 
ceutical practice  from  a  historical  view- 
point; social  history  of  pharmacy  and 
medicine;  art  and  the  history  of 
medicine  and  pharmacy — museology  of 
medical  and  pharmaceutical  history; 
relationship  between  pharmacy  and 
medicine,  general  problems  of  the 
history  of  medicine  and  health; 
ethnomedicine  and  its  relation  to  the 
problems  of  pharmacy. 

Prospective  participants  should  send 
their  preliminary  registration  to  Con- 
gress Office  Motesz,  PO  Box  32, 
Budapest,  H  1361,  Hungary  before 
May  1. 

Labour  threaten 
nationalisation 

The  draft  general  election  manifesto  of 
the  Labour  Party,  which  is  to  be 
submitted  to  the  Labour  conference  later 
this  year,  proposes  the  establishment  of 
a  large  public  enterprise  stake  in  each 
important  industrial  sector — including 
pharmaceuticals  and  medical  equipment. 

According  to  a  report  in  The  Times 
last  week,  the  draft  manifesto  also 
contains  proposals  to  abolish  the  House 
of  Lords,  implement  a  35-hour  working 
week  and  establish  a  "National  Bank". 

The  nationalisation  programme  con- 
tained in  the  draft  election  manifesto 
reiterates  the  plea  made  recently  by  Mr 


Stanley  Orme,  Opposition  spokesman  on 
social  services,  for  the  public  owner- 
ship of  one  of  the  "major  drug  com- 
panies" (C&D,  March  29,  p504). 

Chemo-therapeutic 
advances 

Development  of  interferons,  research 
into  the  control  of  pain  mechanisms,  and 
improvements  in  drug  delivery  systems, 
especially  the  use  of  liposomes,  are  all 
predicted  as  important  future  chemo- 
therapeutic  advances. 

The  Office  of  Health  Economics  has 
published  "Medicines:  50  years  of  pro- 
gress 1930-1980"  as  a  contribution  to  the 
fiftieth  anniversary  of  the  Association  of 
the  British  Pharmaceutical  Industry.  In 
a  section  on  future  developments  it  points 
out  that  although  it  is  difficult  to  predict 
medical  advances,  optimism  is  justified 
concerning  progress  in  many  disease 
treatments. 

The  chemotherapeutic  revolution  is 
outlined,  starting  with  the  studies  by 
Ehrlich.  Special  mention  is  made  of  peni- 
cillin, streptomycin  and  other  antibac- 
terials.  The  article  outlines  the  major, 
therapeutic  advances  including  steroids, 
psychotropic  medicines,  anaesthetics, 
medicines  for  CNS  disorders,  medicines 
and  receptors  and  replacement  chemo- 
therapy. Copies  of  the  booklet  available 
free  of  charge  from  the  Office  of  Health 
Economics,  130  Regent  Street,  London. 

ASA  defend  bargain 
offers  decision 

An  article  in  The  Times  (April  14),  has 
misrepresented  the  policy  and  practice  of 
the  Advertising  Standards  Authority,  says 
a  spokesman  for  the  ASA — it  is  "both  in- 
accurate and  misleading". 

The  article  suggested  that  the  ASA 
decision  to  suspend  the  section  of  the 
British  Code  of  Advertising  Practice 
which  deals  with  price  claims,  could  be 
an  attempt  to  undermine  the  Price  Mark- 
ings (Bargain  Offers)  Order.  Under  the 
order,  which  became  law  in  luly  1979,  it 
is  an  offence  for  advertisers  to  use  mis- 
leading price  comparisons  or  vaguely- 
worded  price  claims. 

A  spokesman  for  the  ASA  told  C&D : 
"This  authority  accepted  the  advice  of 
the  Code  of  Advertising  Practice  Com- 
mittee that  the  section  of  the  Code  of 
Advertising  Practice  which  had  been 
framed  to  deal  with  price  comparisons 
should  be  temporarily  withdrawn  until  the 
courts  had  interpreted  what  Mr  Borrie, 
director  general  of  the  Office  of  Fair 
Trading,  is  reported  to  have  described  as 
a  complicated  law. 

"This  authority  has  not  abandoned  any 
part  of  its  functions  in  enforcing  the 
voluntary  code.  This  requires  that  the 
authority  should  know  what  the  law  is". 
The  ASA  have  said  that  when  they  are 
given  a  plain  definition  of  the  order  they 
will  revert  to  their  previous  practice.  They 
believe  that  since  the  introduction  of  the 
order  there  has  appeared  to  be  a  con- 
flict between  the  code  and  the  law. 
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Shaping  up  to  meet 
your  needs 
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Fefol,  the  effective  iron  and  folic  acid  supplement  is  now 
more  easily  dispensed,  competitively  priced  and  simple 
v  •  for  the  patient  to  comply  with.  Available  as  a 
. "  2  x  14  blister  pack  and  a  special  hospital  pack . 

New  Fefol  blister  pack 


ferrous  sulphate  and  folic  acid 

Further  information  available  from  Smith  Kline  and  French  Laboratories  Limited. 
^"?ZnZnv  SMITH  XL™  &  FRENCH  LABORATORIES  LIMITED  Welwyn  Garden  City,  Hertfordshire,  AL7  LEY 

'Fefol' and  'Spansuk  are  trademarks.  ©Smith  Kline  &  French  Laboratories  Limited.  1980.  1/VIT.AD300. 
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LFTTFIK 

What  shall  we  do 
about  Blodwen? 

An  open  letter  to  the  Minister  for 
Health  from  Mr  R.  Gartside  BSc,  MPS, 
Llanberis 

Dear  Minister,  Since  you  are  responsible 
for  health  matters  and  hence  carry  the 
welfare  of  each  individual  patient  close 
to  your  heart,  I  am  writing  to  ask  your 
advice  as  to  what  we  shall  do  about 
Blodwen. 

Blodwen  is  the  only  person  in  over 
100  square  miles  of  central  Snowdonia 
who  takes  Atralex-K  tablets,  originally 
prescribed  for  her  by  a  Harley  Street 
consultant.  Her  dispensing  doctor  does 
not  keep  them  in  stock  since  he  pre- 
scribes only  Subarex-K  and  it  is,  after 
all,  his  clinical  judgment  which  counts. 
She,  however,  insists  on  having  the 
tablets  originally  prescribed  for  her  in 
Harley  Street. 

She  thus  presents  herself  at  my  phar- 
macy once  every  three  months  with  a 
prescription  for  100  Atralex-K  tablets 
and  it  is  at  this  point  that  my  problems 
arise. 

Her  problem 

Should  I  tell  Blodwyn  that  I  will  get 
the  tablets  for  her  tomorrow?  It  is  surely 
no  concern  of  mine  that  her  round  bus 
trip  is  8  miles,  costs  her  nearly  £1,  and 
the  buses  only  run  every  two  hours.  Or 
should  I  take  the  chance  that  she  will 
still  be  alive  in  3  months,  that  she  won't 
be  persuaded  to  have  Subarex-K  instead, 
and  that  her  nephew  on  his  annual  visit 
doesn't  take  her  prescription  to  another 
town?  And  shall  I,  therefore,  keep  the 
Atralex-K  in  stock  for  her? 

The  difficulty  here  is  that  they  cost 
£15.35  per  100,  my  total  return  on  her 
quarterly  prescription  is  £1.93,  and  my 
bank  manager  is  not  at  all  keen  to  lend 
me  that  kind  of  money  for  that  kind  of 
return.  Indeed,  Blodwen  only  has  to  take 
or  send  one  quarterly  prescription  else- 
where (and  this  can  easily  happen  if  a 
neighbour  gets  it  for  her),  and  my  entire 
profit  is  swallowed  up  in  bank  charges. 

Furthermore,  it  is  an  absolute  certainty 
that  one  way  or  another  Blodwen  will 
one  day  no  longer  require  her  Atralex-K 
and  I  shall  then  be  left  with  it  on  my 
hands  with  no  economic  way  of  disposing 
of  it.  In  any  case,  it  will  take  two  years 
before  the  profit  on  her  prescription 
covers  the  cost  of  the  stock,  so  I  appeal 
to  you.  Minister,  for  your  advice.  Just 
what  shall  we  do  about  Blodwen,  and 
about  the  other  patients  like  her? 

If  you  were  in  my  shoes.  Minister, 
would  you  be  able  to  tell  her  that  "she 
must  make  two  bus  journeys  at  £1  a 
time  to  collect  her  free  prescription,  or 
would  you  take  the  commercially-suicidal 
risk  of  holding  stock  for  her? 

There  is  one  possible  solution  which 
occurs  to  me,  and  while  it  does  not  im- 
mediately solve  our  problem  it  does  hold 


out  some  hope  for  the  future.  You  are 
planning  to  computerise  prescription 
pricing  by  1984,  your  trials  are  already 
underway,  and  this  must  mean  that  your 
staff  are  actively  writing  computer  pro- 
grams. Why  not  arrange  to  pay  a  sliding 
rate  of  on-cost,  not  on  the  crude  figure  of 
gross  numbers  of  prescriptions  per 
month,  but  instead  on  each  individual 
drug  based  on  the  number  of  scripts  per 
month  for  that  particular  drug? 

To  do  this  manually  would  be  almost 
impossible,  but  it  is  the  kind  of  operation 
that  a  big  machine  could  easily  take  in 
its  stride.  Thus  for  a  drug  for  which  50 
scripts  had  been  dispensed  in  a  month 
you  could  pay  an  on-cost  of  101  per  cent 
(or  whatever  the  going  rate  is  in  1984), 
and  the  on-cost  would  then  rise  with 
diminishing  script  numbers  for  a  par- 
ticular drug  to,  say  75  per  cent  for  one 
or  two  scripts  per  month.  This  need  not 
cost  very  much  money  at  all  since  the 
high  rate  of  on-cost  is  only  going  to  be 
paid  on  rare  prescriptions,  but  it  would 
make  all  the  difference  in  the  world  to 
my  finances  and  Blodwen's  convenience. 

Naturally,  your  pricing  computers  will 
print  out  a  much  more  detailed  invoice 
than  the  present  derisory  dog's  breakfast, 
for  it  will  be  easy  for  them  to  give  the 
ingredient  cost  and  on-cost  for  each 
numerical  drug  group.  Thus  in  the  month 
when  Blodwen  presents  her  quarterly 
prescription  I  would  receive  a  detailed 
invoice  on  which  the  last  line  would 
read: — 1  to  2  scripts  Ingredient  cost 
£15.35.  On-cost  £11.51  and  I  shall  be 
happy  to  know  that  dispensing  for 
Blodwen  is  a  reasonably  economic  propo- 
sition. 

Such  a  system  could  replace  the 
present  graduated  on-cost  completely,  for 
the  larger  the  pharmacy  the  more  drugs 
in  the  high  frequency  groups  and  thus  the 
less  the  overall  on-cost.  It  would  also, 
unfortunately,  penalise  those  presently 
lucky  pharmacists  who  only  receive 
scripts  from  a  small  number  of  doctors 
who  stick  rigidly  to  one  drug  from  each 
therapeutic  group  and  who  can  therefore 
buy  these  small  numbers  of  drugs  on 
very  advantageous  terms,  but  I  do  not 
think  there  are  many  who  are  so  lucky. 

Nearly  all  pharmacists  have  their 
Blodwens,  although  not  perhaps  in  so 
extreme  a  situation  as  that  presented 
here,  but  as  economic  times  get  harder, 
and  the  Chancellor  assures  us  they  will, 
then  economic  pressures  are  going  to 
bear  disproportionately  hard  on  Blodwen 
and  her  sisters  unless  you  adapt  a  scheme 
on  the  lines  I  suggest  here.  You  are 
acquiring  the  hardware,  please  give  this 
suggestion  your  earnest  consideration. 

Follow  that! 

The  two  weeks  prior  to  Easter  did  seem 
to  provide  my  pharmacy  with  more 
than  our  usual  share  of  odd  prescrip- 
tions. The  first  unusual  prescription  was 
in  a  very  tattered  state.  "Been  eaten  by 
the  dog!"  the  patient  blushingly 
admitted,  adding,  "but  I  think  he's  left 
the  necessary  bits!" 
We  followed  that  by  accepting  a  pres- 


cription written  in  green  ink  that  had 
been  carefully  carried  from  the  surgery 
to  our  pharmacy  in  pouring  rain.  The 
resulting  abstract  would  have  done 
justice  to  Paul  Klee!  A  later  prescrip- 
tion had  a  sadder  and  far  more  serious 
background.  The  patient,  foolishly,  had 
altered  the  number  of  5mg  Valium 
tablets  from  60  to  66. 

Finally  we  received  a  prescription 
calling  for  Tagamet  tablets  but  we  had 
difficulty  in  reading  the  patient's  name. 
Obviously  the  doctor  himself  was  under 
pressure  when  he  had  written  the  pres- 
cription— he  had  written  the  patient's 
name  as  Mr  James  Tagamet! 
W.  J.  Robinson, 
Ladybridge,  Bolton. 

Tariff  change 

May  I  draw  contractors'  attention  to  the 
fact  that  the  paragraph  in  the  1979 
Drug  Tariff  regarding  "sterile  liquid 
preparations  for  the  eyes"  does  not 
appear  in  the  1980  Tariff. 

Consequently  the  restriction  on 
dispensing  a  maximum  of  three  bottles 
is  now  no  longer  applicable.  The  PSNC 
has  confirmed  this  statement  and  it  will 
appear  in  the  next  issue  of  their  news- 
letter. 

Scriven  J.  Turner, 

Secretary, 

Middlesex  Pharmaceutical  Group, 
London  NW5 

Candidate's  thanks 

May  I  be  allowed  to  express  my  thanks 
to  all  those  colleagues  who  voted  for  me 
in  the  election  to  the  NPA  Board  of 
Management,  and  also  to  thank  all  mem- 
bers in  the  area  for  allowing  me  the 
privilege  of  representing  them  at  head- 
quarters over  the  past  nine  years. 

Now  I  extend  best  wishes  to  my  suc- 
cessor, Mike  Thornton,  while  I  take  the 
opportunity  of  devoting  more  time  to 
local  affairs. 
Stanley  G.  Bubb 
Poole,  Dorset 

BOOKS 

Take  Care  of  Yourself 

Drs  D.  M.  Vickery,  J.  F.  Fries,  J.  A.  Muir 
Gray  and  S.  A.  Smail.  Univon  Paperbacks, 
PO  Box  18,  Park  Lane,  Hemel  Hempstead, 
Herts  HP2  4TE.  9*  x  7\  in.  Pp  289.  £3.95 
(paperback). 

When  published  in  hardback,  we  stated 
that  this  book  showed  a  rare  under- 
standing of  the  role  and  potential  of  the 
pharmacist  in  general  practice  (C&D 
January  27,  1979,  p91).  Sub-titled  "a 
practical  do-it-yourself  guide  to  medical 
care",  it  begins  with  sensible  advice  on 
keeping  healthy  and  the  "home  phar- 
macy" before  dealing  with  symptoms 
and  diseases  through  a  series  of  dia- 
grammatic "decision  charts".  The  sub- 
ject matter  extends  into  first  aid  and 
sexual  problems.  The  paperback  version 
offers  excellent  value  and  may  usefully 
find  a  place  on  the  pharmacist's  shelf,  as 
well  as  those  of  his  customers. 
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BEECHAM  PROPRIETARIES  BRENTFORD  MIDDX 


All  FVesh  and  Germolene  Footspray  splash-out 

IT'S  A  FREE 
FOR  ALL 

TRUST  BEECHAMS  to  make  this  summer  a  real  sales  scorcher.  The 
heat  will  be  on  for  All  Fresh  Clean-Up  Squares  and  Germolene 
Medicated  Footspray  as  the  buying  public  zero  in  on  the  dump  bin 
dispenser  of  the  season.  Specially  designed  to  get  instant  customer 
attention  that  shout  some  truly  great  incentive  offers . . . 


1,2,  FREE 


Yes,  every  new  flash  pack  of  All 
Fresh  contains  2  FREE  sachets.  And 
for  Germolene,  the  only  Medicated 
Footspray  on  the  market,  the  pack 
contains  FREE  '25%  Extra'.  Bound 
to  'up'  last  year's  increased  sales. 
In  addition  All  Fresh  supports  a  self 
liquidating  offer  ...  a  cut  price 
barbecue  set. 


SUNNY  DISPLAYS 

These  two  highly  successful  brands 
will  be  jointly  promoted  with  special 
seasonal  point  of  sale  material.  From 
giant  dump  bins  to  colourful  display 
trays  all  with  complete  head  boards. 
In  fact,  it's  not  surprising  that 
Beechams,  who  are  once  again  offer- 
ing attractive  trade  deals,  will  make 
this  a  most  profitable  summer  for  all. 


The  1980  giant  summer  dump  bin 
impact  for  big  sales. 


Big 


SETLERS  SALES  ROCKET! 


DEMAND  is  growing 
every  day  for  Britain's 
express-selling  indigestion 
remedy  -  Setlers.  To  capi- 
talise on  this  increase, 
Beechams  have  launched  a 
new  Economy  Pack  -  the 
new  100  tablet  pack  being 
sold  nationwide.  A  spokes- 
man for  Beechams  con- 
firmed '.  .  .  everywhere 
people    are   changing  to 


Setlers  and  sales  are 
proving  it'. 

ECONOMY  PACK 
FOR  TV 

T.V.  commercials  will 
again  break  this  month 
with  a  provoking  sales 
message.  The  campaign  is 
to  be  continued  throughout 
the  year  in  concentrated 
bursts.  Advertising  spend 
expected  to  be  over  £| 
million. 

Naturally  public  aware- 
ness will  be  centred  around 
you.  Make  the  most  of  the 
Economy  Pack  which  will 
be  supported  by  generous 
trade  bonuses. 

So  put  your  orders  in 
now  for  the  big  sell. 


Diocalm  Posters  to  catch 

holiday  mood 


Get  tHocafm  fromyots-cheroLst-navv.' 


For  the  first  time  ever, 
Diocalm  is  using  posters  in  its 
national  summer  campaign. 
Backed  by  a  heavyweight 
press  push  throughout  the 
year.  The  two-pronged  attack 
will  emphasise  Diocalm's 
unique  positioning  -  as  the 
leading  'over  the  counter' 
antidiarrhoeal  brand.  So 
take  some  holiday  insurance 
yourself,  display  Diocalm  and 
enjoy  the  summer  rush. 
The  new  Diocalm  4  sheet  poster. 
You  can't  miss  it  nor  will  your 
customers. 


STOP 
PRESS 


Winter's  end  does  not  mean  the  end  of  winter 
ills.  Remember  to  display  BEECHAMS 
POWDERS  to  capture  those  lingering  colds. 
Put  an  extra  fizz  into  your  sales  .  .  .  stock  up 
with  ENO,  a  good  seller  at  all  times. 
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NURDlNiraPEAC0CK 

The  Cash  and  Carry  Wholesalers 

Head  Office:  Bushey  Road,  Raynes  Park,  London  SW20  OJJ 

|l*  HKAI-XH-HOMIHtKAUTY^J 


PRODUCT 

SIZE 

COST 

M.R.P. 

R.S.P. 

PROFIT  ON 
RETURN 

Supersoft  Hairspray 

12  x  120g 

£3.27 

55p 

39 '/2p 

20.6% 

Supersoft  Shampoo 

12  x  75ml 

£2.46 

4Gp 

291/2p 

20% 

Windolene  Bottle 

12  x  163ml 

£2.70 

40p 

321/2p 

20.3% 

Windolene  Spray 

12  x  184g 

£3.92 

J5^r 

47p 

20% 

Zal  Disinfectant 

12  x  large 

£1.86 

30p 

221/2p 

20.7% 

Zal  Disinfectant 

12  x  giant 

£2.94 

49y2p 

36p 

21.7% 

Ajax  Scourer 
(Price  marked  23 '^p) 

24's 

£4.04 

231/2p 

17.6% 

Sure  Anti  Perspirant 
Deodorant 

12  x  large 

£5.12 

^95p 

63p 

22.1% 

ALL 


OFFERS  AVAILABLE  FROM  21st  APRIL  until  9th  MAY,  1980 
OUR  OFFERS  ARE  SUBJECT  TO  AVAILABILITY  AND  VAT  WHERE  APPLICABLE 


ALDERSHOT  BRIGHTON 

Tel  Aldershot  (0252)       Tel  Brighton  (0273) 

313058/9/0  779731/2/3 


COLCHESTER  DAGENHAM 
Tel:  Colchester  (0206)    Tel:  01-592  7639 
71281  593  3501 


IPSWICH 

Tel  Ipswich  (0473) 
59059 


NORWICH 
Tel-  Norwicl 
49029 


PLYMOUTH 

Tel  Plymouth  (0752) 

708111/2/3 


READING 

Tel  Reading  (0734) 
585739 


STAINES 

Tel:  Staines  (81) 

52515 


AVONMOUTH  CHATHAM 

Tel  Avonmouth  (0272)  Tel  Medway  (0634) 

82  5551/2/3  41621 

BARNHAM  CHRISTCHURCH 

Tel:  Yapton  (0243)  Tel:  Chnstchurch  (0202) 

552628  48  2071 


COWES  EASTLEIGH  LOWESTOFT  NOTTINGHAM  PORTSMOUTH  SIDCUP 

Tel  Cowes(0983)  Tel:  Southampton  (0703)  t)     Tel  Lowestoft  (0502)         Tel  Nottingham  (0602)        Tel  Portsmouth  (0705)    Tel  Sidcup 

29  6511/2/3  610816(718/9  65168  869678/9  63563 


01-3026237/B/9 


WALTHAM  ABBEY 
Tel  Lea  Valley  (9) 
715115 


HANWELL  NORTHAMPTON  PETERBOROUGH  RAYNES  PARK 

Tel:  0;    ■  9  5297  Tel:  Northampton  (0604)    Tel:  Peterborough  (07  33)     01-946  9111 

53012  231941/2 

We    >  not  compete  with  our  customers  - 
we      cher  own  nor  control  any  retail  shops. 
We  neither  wis      »r  intend  to  serve  members  of  the  general  public. 


SOUTHENO  WATFORD 

Tel:  Southend  (0702)     Tel:  Watford  (92) 

526341/2  43903 
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DEATHS 

Cheshire:  Mrs  Mary  W.  Cheshire, 
proprietress  of  John  Cheshire  (Cash 
Chemists)  Ltd,  Wharf  Road,  Grantham, 
Lines.,  who  retired  in  April  1977,  which 
ended  a  fourth  generation  of  a  family 
concern. 

Christian:  Mr  Henry  Thomas  Christian, 
FPS,  a  pharmacist  for  more  than  50 
years,  who  had  a  shop  in  Wollaton,  Not- 
tingham, and  had  a  morning  service  dis- 
pensary at  Toton,  Notts.  Mr  Christian 
was  chairman  of  the  National  Pharma- 
ceutical Association's  Nottingham 
branch  for  more  than  12  years  and  was 
chairman  of  the  Nottingham  branch  of 
the  Pharmaceutical  Society  in  1954. 
Thomas:  On  April  7,  Mr  Harold  Noel 
Thomas,  MPS,  Aberdare,  Mid-Glamor- 
gan. Mr  Thomas  qualified  in  1929  and 
was  a  proprietor  pharmacist  for  42 
years,  retiring  in  1972.  His  son,  Mr 
R.  N.  Thomas,  MPS,  writes: —  "My 
father's  interests  were  wide  and  varied, 
as  were  those  of  his  father,  I.  F. 
Thomas,  JP,  MPS,  of  Aberaman  before 
him.  He  enjoyed  meeting  and  helping 
people  and  the  annual  Pharmaceutical 
Conference  had  been  a  great  pleasure 
for  him  on  many  occasions.  He  was 
secretary  of  the  Aberdare  and  Merthyr 
Branch  for  21  years  and  twice  chair- 
man, a  past  member  of  many  pharma- 
ceutical committees  and  Glamorgan 
county  health  and  divisional  health  com- 
mittees. As  an  Old  Breconian  he  was 
past-president  of  Cardiff  branch  and 
a  member  of  their  national  committee. 
An  active  member  of  the  church  he  had 
great  faith  and  was  a  sub-warden  of  St 
Elvans  in  Aberdare.  In  1966-67  he  was 
High  Constable  of  Miskin  Higher,  an 
ancient  office  with  which  he  was  very 
pleased  to  be  honoured.  His  local 
interests  included  being  vice-president  of 
the  Aberdare  Camera  Club  and  in  his 
younger  days  the  tennis  and  golf  clubs. 
He  had  a  happy  and  full  life,  being 
married  for  45  years.  He  will  be  missed 
very  much  by  his  wife  Enid,  his 
daughter,  Jane,  in  Chicago,  his  sons, 
Richard  (proprietor  pharmacist  in  Holy- 
head) and  John  and  his  grandchildren. 

News  in  brief 

□  Three-quarters  of  a  ton  of  drugs, 
valued  at  around  £30,000,  have  been 
returned  to  pharmacies  during  Lanark- 
shire Health  Board's  DUMP  campaign. 

□  Gillette  are  'to  withdraw  their  spon- 
sorship of  the  oldest  of  county  cricket's 
one-day  competitions.  From  1981  the 
Gillette  Cup  will  become  the  "Nat  West 
Bank  Trophy,"  after  the  new  sponsors. 

□  The  1980  Cash  &  Carry  Year  Book, 
due  to  be  published  next  month,  has  a 
county-by-county  listing  of  over  600  C&C 
outlets,  together  with  an  analysis  of  pro- 
ducts divided  into  eight  categories.  The 
Year  Book  is  available  at  a  pre-publica- 
tion price  of  £4.95  (including  p  and  p) 
from  Cash  &  Carry  Year  Book  1980, 
Diplomatic  House,  12  High  Road,  Lon- 
don N2  9PH. 


TOPICAL  REFLECTIONS 

by  Xrayser 

Can  you  write? 

When  I  was  a  youngster,  it  was  a  common  thing  to  see  headlines  in  the 
pages  of  various  magazines  and  periodicals,  headed  "Can  you  write?" 
or  "Can  you  draw?".  These  were  followed  by  noble-minded  paragraphs 
which  pointed  out  that  there  was  a  wealth  of  untapped  talent  which 
could,  with  training,  be  recognised  and  earn  money  for  its  lucky 
possessor.  Then  followed  an  invitation  for  you  to  write  a  precis  of  the 
article,  or  copy  a  simple  drawing  for  "unbiased  assessment  by  experts." 

At  13  I  sent  a  tracing  of  the  drawing  to  the  "Bogus  Hack  School  of  Art" 
and  received  by  return  a  glowing  appreciation  of  my  talent .  .  .  and  an 
extra  special  offer  of  a  free  artist's  kit  and  a  course  of  instruction  for  a 
mere  £20.  This  I  ignored,  as  I  did  the  subsequent  weekly  offers — even 
the  final  one  of  a  slightly-used,  damaged  artist's  kit  and  ten  lessons  for 
only  £1 !  At  13  I  learned  quickly.  But  today  I  feel  we  could  all  usefully 
spend  a  few  minutes  writing  a  letter  which  would  undoubtedly  help  the 
future  of  retail  pharmacy  and  our  earnings. 

Last  week  an  early-day  motion  was  tabled  in  the  House  of  Commons 
asking  for  the  adoption  of  the  Franks  report  and  the  implementation 
of  some  form  of  permanent  review  body  for  settling  our  renumeration. 
So  far  about  20  MPs  have  signed,  which  isn't  very  many.  In 
correspondence  with  my  MP  (an  efficient  man  who  answers  letters 
promptly  and  with  correct  information)  I  am  a  bit  concerned,  because 
having  followed  up  my  question  as  to  what  the  Government  was  doing 
for  pharmacy,  he  passed  to  me  a  glowing  account  of  the  extra  monies 
being  channelled  to  us  and  seemed  satisfied  that  it  was  enough. 

But  this  letter  arose  from  the  DHSS,  and  by  using  the  technique  of 
ouoting  the  increased  capital  paid  to  contractors  over  the  past  years, 
in  £  millions,  appeared  to  make  a  good  case.  On  close  reading,  however, 
it  showed  only  the  increases  gained  by  PSNC  and  made  no  reference 
to  the  inevitable  recognition  of  discounts  nor  to  the  setting  up  of  a 
review  body.  I  wrote  back  pointing  out  these  omissions  and  harped  on 
the  fact  that  while  closures  have  declined  over  the  past  two  years  that 
decline  was  due  to  the  new  money  brought  in  by  discounts,  not 
Government  money,  and  that  the  sooner  a  proper  Review  Body  was  set 
up,  the  sooner  would  retail  pharmaceutical  services  be  stabilised. 

With  600  fewer  contractors  now  than  when  this  set  of  negotiations 
began,  we  need  not  feel  diffident  about  asking  our  representatives  at 
Westminster  to  sign  a  motion  which  is  only  asking  for  fair  play. 

RPM 

Having  just  paid  my  NPA  sub  and  added  the  £6  PATA  sub  as  well 
(though  wondering  at  the  time  if  it  was  worthwhile)  I  have  to  admit  a 
warm  glow  of  pleasure  in  reading  that  a  discount  firm  had  appeared  in 
the  High  Court  for  failing  to  comply  with  a  previous  court  order  by  which 
it  undertook  to  sell  Beechams  proprietary  medicines  at  not  less  than  the 
list  price-  Beechams  were  awarded  costs  and  the  miscreant  owner 
threatened  with  prison  if  he  disobeyed  the  courts  again.  Those  of  us 
who  have  suffered  from  the  efforts  of  the  cut-price  stores  know  very  well 
the  exasperation  felt  when  a  customer  queries  a  proprietary  medicine 
price,  then  indignantly  refuses  to  buy  because  he  or  she  gets  it  for 
10-20p  cheaper  at  the  "discount  chemist"  down  the  road.  Thank  you 
Beechams. 

Sick  pay 

I  think  I'll  go  sick.  At  least  that  was  my  first  thought  when  I  read  that  we 
may  soon  have  to  pay  our  sick  staff  for  up  to  eight  weeks  at  a  minimum 
of  £30  a  week.  Actually  I  wouldn't  mind  paying  because  my  one  full-timer 
is  good  and  I  would  normally  make  up  her  wages  anyway  if  she  were  ill. 
But  the  snag  is,  having  a  small  staff,  I  would  have  to  bring  in  extra  help 
(if  I  could  get  it),  which  would  be  quite  a  set-back  financially.  I  imagine 
if  this  government  proposal  does  become  law,  the  Pharmacy  Mutual 
Insurance  would  find  a  sudden  increase  in  business  with  a  scheme  to 
cover  this  risk. 
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MAKE  SURE  YOU  STOCK  TAMPAX 
THE  TAMPON  YOU  CAN  GET  RID  OE 


More  women  useTampax  tampons  than  any  other 
brand.  They  provide  comfort,  protection  and  above  all 
convenience  and  we  believe  that  no-one  has  yet 
managed  to  improve  on  our  product. 

The  'deodorised1  tampons  with  plastic  applicators, 
which  have  recently  come  on  to  the  market,  in  our 
view  have  certain  disadvantages.  Their  applicators  are 
made  of  non-biodegradable  plastic  and  should  not  be 
Hushed  down  the  toilet.  This  leaves  the  user  with  a 
disposal  problem. 

And  in  our  opinion,  a  tampon  impregnated  with 
a  'deodorant1  is  unnecessary.  This  is  quite  apart  from  the 
fact  that  vaginal  deodorants  are  not  popular  in  this 
country. 

So  that's  why  Tampax  Limited  will  continue  to 
make  highly  absorbent,  non-deodorised  tampons  with 
a  biodegradable  and  flushable  cardboard  applicator. 
Because  we  believe  that's  what  today  s  woman  wants 
from  her  tampon. 

Tampax  tampons  are  the  trusted  tampon  and  the 
tampon  you  know  you  can  get  rid  of. 


•TAMPAX  IS  THE  REGISTERED  TRADE  MARK  OF  TAMPAX  LIMITED,  HAVANT,  HAMPSHIRE 
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OUNTERPOINTS 


IP  by  Deborah  cosmetics 
'ange  from  Italy 


i  range  of  Italian  cosmetics  is  to  be 
lunched  nationally  in  Britain. 
Deborah  is  claimed  to  be  brand  leader 
1  Italy  and  has  been  on  test  in  selected 
hemist  outlets  in  south  east  England. 
The  new  range  consists  of  16  shades 
if  lipstick  (£1.10)  and  six  lipstylers 
£1.55),  14  nail  polish  colours  (£1.10),  five 
ye  shadow  shades  (£1.15),  three  eye 
tiadow  pencils  (£0.48)  and  double  eye 
encils  (£0.75),  fluid  mascara  (£1.15)  and 
rater  resistant  fluid  mascara  (£1.35), 
hree  shades  of  blush-on  (£1.55),  six 
hades  of  powder  (£0.99)  and  fluid  make- 
ip  (£1.55)  and  L'eau  de  Deborah  toilet 
vater,  available  in  two  sizes  (50ml,  £1.99; 
00ml,  £3.70). 

Packaged  in  bordeaux  red,  Deborah 
osmetics  are  available  with  POS  display 
mits  for  54  lipsticks,  24  nail  varnishes 
nd  18  mascaras.  The  stand  also  has  lip- 
tick  sample  colours,  fluid  make-up 
esters  and  space  for  sample  colours  of 
ye  shadow,  compact  powders  and  blush- 
in. 

Mrs  lean  Simmonds,  sole  distributor  of 
Deborah  and  cosmetics  buyer  for  the 
amily  group  of  pharmacies  (John  Har- 
ey/Simmonds  Ltd),  describes  the  range 
is  tailored  to  the  chemist.  It  will  not,  she 
ays,  be  available  through  grocery  outlets. 

"The  Italian  manufacturers  of 
Deborah  demand  that  their  products  are 
D'f  top  quality  and  available  at  reasonable 


prices,"  says  Mrs  Simmonds.  "No  other 
brand  on  the  market  today  is  offering  the 
profit  margins  we  do. 

"It  is  a  good  time  to  come  into  the 
market  with  a  decent  product  at  our 
prices.  We  are  looking  to  be  in  the  top 
five  category  in  this  country.  We  think 
the  product  is  good  enough  to  do  so. 

"As  distributors,  we  believe  in  offering 
our  stockists  a  fast,  efficient  and  reliable 
service,  and  are  able  to  deliver  stock 
within  seven  days."  Deborah  Cosmetics, 
91  Acton  Lane,  London  NW10. 


Lancome  gift  set 

Vlagie  noire,  a  fragrance  launched  by 
Lancome  six  months  ago,  is  now  avail- 
able in  a  gift  set.  La  collection  Magie 
loire,  comprising  a  30ml  eau  de  toilette, 
i  lipstick  and  matching  nail  varnish,  is 
free  when  a  Lancome  skin  care  product 
plus  any  other  Lancome  item  is  pur- 
:hased.  The  offer  will  run  June  2-14. 
Lancome,  14  Garrick  St,  London. 

Paris  for  two 

A  competition  open  to  all  retail  phar- 
macies and  drugstore  employees  stocking 
Carnation  corn  caps,  is  offering  a  first 
prize  of  six  days  in  Paris  for  two. 
Runner-up  prizes  comprise  three  combi- 
nation digital  alarm  clocks  and  hi-inten- 
sity  lamps.  Ten  Papermate  talisman  ball 
pens  will  be  presented  as  consolation 
prizes. 

The  competition  (see  insert  in  this 
issue)  entails  making  as  many  words  as 
possible,  of  four  letters  or  more,  out  of 
the  phrase  "Carnation  corn  caps".  Clos- 
ing date  for  the  competition  is  May  31, 
1980.  Cuxson  Gerrard  &  Co  (Dressings) 
Ltd,  26  Fountain  Lane,  Oldbury,  Warley, 
West  Midlands  B69  1BR. 
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Contact  400  pack 

The  24-capsule  pack  of  Contac  400 
(£1.85)  is  now  available  nationally.  An 
introductory  bonus  of  13  for  12  will  be 
available  until  May  16.  Menley  &  James 
Laboratories  Ltd,  Mundells,  Welwyn 
Garden  City,  Herts  AL7  1EY. 

Medicated  stick  from 
Clearasil  Clearguard 

Richardson  Merrell  have  introduced  a 
Clearasil  Clearguard  skin  tinted  medical 
stick  (£1.19)  which,  they  say,  can  be 
applied  to  hide  and  heal  blemishes  and 
can  be  carried  in  a  handbag  or  pocket. 
Richardson  Merrell  Ltd,  20  Queensmere, 
Slough,  Berks  SL1  1YY. 


Sylvania  incentive 
vouchers 

Sylvania  are  launching  their  largest  UK 
incentive  promotion  to  wholesalers,  re- 
tailers and  consumers.  The  campaign 
theme  is  "twin  flash",  based  on  a  "buy 
two  get  one  free"  consumer  offer,  and 
will  run  until  June.  It  will  be  supported 
by  advertising,  POS  and  merchandising 
material,  plus  a  competition  with  prizes 
of  holidays  for  two. 

Retailers  and  Wholesalers  get  points 
vouchers  with  each  promotional  pack, 
redeemable  against  a  wide  range  of 
holiday  goods.  Redeemed  vouchers  are 
entered  into  a  holiday  draw  with  the 
prizes  for  both  the  retailer  and  whole- 
saler being  a  holiday  for  two  in  Spain. 
Each  promotional  pack  containing  the 
four  main  product  lines — magicube, 
flashcube,  flash  bar  and  super  ten  flip 
flash — provides  enough  points  to  claim  at 
least  one  item  and  an  entry  into  the 
holiday  draw. 

The  consumer  who  buys  two  photo- 
flash  packs  gets  one  of  the  same  free  by 
sending  off  proof  of  purchase  and  a 
voucher,  and  is  automatically  entered 
into  the  draw  for  a  holiday  for  two  in 
the  Canaries.  GTE  Sylvania,  Salt  aire 
Road,  Shipley,  West  Yorks,  BD18  3HH. 

Anais  amendment 

Anais  Anais  by  Codharel  is  being  mar- 
keted by  Prestiege  &  Collections  and  not 
as  stated  in  C&D  last  week.  Prestiege 
&  Collections  Ltd,  Berkeley  Square 
House,  Berkeley  Square,  London  Wl. 

ON  TV 
NEXT  WEEK 

Ln — London;  M — Midlands;  Lc — Lancashire;  Y — 
Yorkshire;  Sc— Scotland;  WW— Wales  and  West; 
So — South;  NE — North-east;  A— Anglia;  U— Ulster; 
We — Westward;  B — Border;  G — Grampian; 
E — Eireann;  CI — Channel  Island. 

Alka  Seltzer:  All  areas 

Anadin:  AM  areas 

Braun  Electric:  All  areas 

Clearasil  Clearguard  cream:  All  areas 

Grecian  2000:  All  areas 

Crest:  M,  Lc,  Sc,  B 

Ex-lax:  Sc 

Head  &  Shoulders:  U,  We 
Ipso:  All  except  E 
Limmits:  All  except  CI 
Natural  Balance:  All  areas 
Nivea:  All  areas 
Paddi  Pads:  All  areas 
Ronson  Spirotechnic:  Ln,  Sc,  So 
Reactolite  Rapide:  Ln,  M,  Lc,  WW,  So,  A, 
We 

Sunsilk  shampoo:  All  areas 
Slimguard:  All  except  E,  CI 
Vidal  Sassoon:  All  except  A,  U,  We,  B,  E, 

CI 

Vitapointe:'  All  areas 
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Braun  promotion  drive  with 
Porsche  competition 


A  Porsche  911  Turbo  is  the  first  prize  in 
a  consumer  competition  being  promoted 
by  Braun  Electric. 

Purchasers  of  any  Braun  male  shaver 
are  eligible  to  enter  the  competition, 
which  asks  them  to  link  Braun  and 
Porsche  features.  First  prize  is  the  black 
Porsche  featured  in  Braun's  shaver  adver- 
tising, or  a  £25,000  cash  alternative, 
while  runners-up  will  get  prizes  which 
include  a  Braun  Nizo  cine  camera  and 
Braun  alarm  clocks. 

The  competition  will  be  promoted  in 
Braun's  £250,000  spring  advertising 
campaign  which  repeats  the  Braun/ 
Porsche  theme  used  pre-Christmas.  POS 
material,  complete  with  entry  forms,  will 


be  available  to  stockists.  The  competition 
runs  until  July  14.  Braun  Electric  UK 
Ltd,  Dolphin  Estate,  Windmill  Hill, 
Simburv-on-Thames,  Middlesex. 


Almay  organisation 

Almay  is  to  relaunch  and  'streamline  its 
dry  skin  range.  The  range  is  to  be  divided 
into  two  categories — slightly  dry  skin  and 
]dry  skin  both  with  new  pack  designs  in 
the  familiar  black,  white  and  gold 
colours.  Each  product  pack  will  be 
colour-coded,  royal  blue  for  dry  skin  and 
magenta  for  slightly  dry  skin. 

The  slightly  dry  skin  range  now  com- 
prises ultra  light  cleansing  lotion  (125ml, 
£2.15),  moisture  lotion  (55ml,  £2.15; 
125ml,  £3.35).  night  cream  (60ml.  £2.85). 
extra  moisture  guard  (60ml,  £2.35)  and 
gentle  skin  toner  (125ml,  £1.90). 

Enriched  creamy  cleanser  (100ml, 
£2.30).  ultra  mild  skin  freshener  (125ml, 
£2.00).  ultra  rich  moisture  cream  (60ml, 
£2.85).  night  cream  (60ml,  £3.00).  and 
eye  care  cream  (15ml,  £1.95)  make  up  the 
dry  skin  range,  each  of  which  is  tinted 
peach.  The  products  will  be  available 
from  larger  Boots  branches  from  the  end 
of  May  and  other  chemists  from  the  end 
of  June.  Almay,  225  Bath  Road,  Slough, 
Berks  S LI  4AU. 

NPA  products-maxi 
promotion 

A  record  number  of  NPA  Products 
(Warminster)  featuring  15  product 
areas,  will  be  on  offer  to  all  member 
chemists  in  May  with  retail  price  savings 
for  the  consumer. 

The  consumer  savings  will  include  8p 
off  Nusoft  feeders,  7p  off  Nusoft  baby 
talc,  lotion,  oil,  shampoo  and  cream.  5p 
off  Nusoft  teats,  5p  off  Hanx  Mansize 
tissues,  4p  off  Nusoft  toilet  rolls  twin 
pack,  2p-3p  off  Nusoft  nursery  wool, 
Nuhome  washing-up-liquid,  pine  disinfec- 
tant, bleach,  floor  and  wall  cleaner,  cream 
cleanser  and  fabric  conditioner,  Nucross 
glucose  and  blackcurrant  health  drink. 
Additional  savings  will  also  be  offered  on 
the  recently  launched  Nusoft  sponges. 
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Additional  case  bonuses  are  being 
offered  on  Nusoft  soothers,  Nusoft 
pocket  pack  12s  tissues,  Barnes  Hind  soft 
and  hard  contact  lens  solutions  plus  a 
special  flash  promotion  with  free  gift 
token  in  every  pack.  NPA  Products,  51 
Boreham  Road,  Warminster,  Wiltshire. 

Gluten-free  Milupa 

Milupa  have  changed  the  formulation  of 
four  of  their  infant  foods  to  make  them 
gluten-free.  Apple,  pear,  mixed  berry  and 
rice  varieties  now  contain  rice  or  maize 
instead  of  semolina.  The  honey  content 
has  also  been  removed,  making  the  foods 
less  sweet.  Eight  of  the  Milupa  infant 
foods  are  now  gluten-free.  Pack  design, 
weight  and  price  are  unchanged.  Milupa 
Ltd,  Milupa  House,  Lyons  Estate,  High 
Road,  Uxbridge,  Middlesex. 

Sakuracolor  supplies 

Trade  acceptance  of  Sakuracolor  film 
launch  offers  well  in  excess  of  estimates 
means  that  there  may  be  a  temporary 
shortage  in  some  sizes,  according  to 
Konishiroku  UK.  The  opening  phase  of 
consumer  advertising  began  with  a  full- 
page  Daily  Mail  advertisement  earlier 
this  month.  Konishiroku  UK.  Konishi- 
roku House,  51  High  Street,  Feltham, 
Middlesex. 


Helfex  invitation 

New  Era  Laboratories  will  be  on  stands 
34  and  35  at  Helfex  exhibition  to  be  held 
in  Brighton  May  18-21.  The  trade  days 
are  Sunday.  May  18  and  Monday,  May 
19  (10  am  to  5.30  pm). 

Complimentary  tickets  to  visit  the 
exhibition  are  available  from  Mr  Peter 
Rule  at  New  Era  Laboratories  Ltd, 
39  Wales  Farm  Road,  London  W3  {tele- 
phone 01-992  8656). 


Clinical  trial  for 
Steradent 

Clinical  trials  on  Steradent  Deep  Clean 
showed  99  per  cent  of  participating  den- 
tists regarded  the  product's  overall  clean- 
ing performance  as  effective/very  effec- 
tive, according  to  Reckitt  &  Colman. 
Over  100  dentists  and  525  of  their  pati- 
ents with  heavy  staining  or  calculus  prob- 
lems took  part  in  trials. 

For  calculus  removal,  dentists  gave 
Deep  Clean  an  84.5  per  cent  "effective/ 
very  effective"  endorsement  while  93.1 
per  cent  said  they  would  recommend  it; 
78.9  per  cent  of  patients  said  Deep  Clean 
was  superior  to  their  usual  cleaning 
method.  Reckitt  &  Colman  Products  Ltd, 
Dansom  Lane,  Hull  HU8  7DS. 


PRESCRIPTION 
SPECIALITIES 

Ortho-Novin  changes 

The  colour  of  Ortho-Novin  1/50  oral 
contraceptive  tablets  has  changed  from 
yellow  to  white.  The  catch  cover  pack 
will  also  be  replaced  by  a  carton  pack, 
to  better  accommodate  the  "Patient 
instruction  leaflet".  Ortho  Pharmaceu- 
tical Ltd,  PO  Box  79,  Saunderton,  High 
Wycombe,  Bucks  HP14  4HJ. 

Stronger  Floxapen 

Beecham  Laboratories  have  introduced 
500mg  Floxapen  capsules  (100,  £34.90 
trade)  and  a  500-capsule  pack  of  the 
250mg  strength  (£87.25  trade).  Both 
packs  will  be  available  from  April  14. 
Beecham  Research  Laboratories,  Bee- 
cham House,  Brentford,  Middlesex. 

Epilim  enteric 

Epilim  200mg  enteric  coated  tablets  (100, 
£7.04  trade)  have  been  introduced.  Like 
the  existing  500mg  enteric  coated  tablets, 
they  are  lilac-coloured  and  foil-packed. 
Reckitt-Labaz,  Reckitt  &  Colman  Phar- 
maceutical Division,  Dansom  Lane,  Hull 
HU8  7DS. 

Retin-A  now  POM 

Retin-A  gel  will  in  future  be  a  Prescrip- 
tion Only  Medicine.  In  the  immediate 
future  packs  will  continue  to  bear  the 
symbol  "P"  but  this  will  be  replaced  with 
"POM".  Ortho  Pharmaceuticals  Ltd, 
Saunderton,  High  Wycombe,  Bucks. 

Bifuran  stock 

Bifuran  soluable  tablets  have  been  dis- 
continued, but  limited  stocks  may  still 
be  available  through  wholesalers.  Eaton 
Laboratories,  Regent  House,  The  Broad- 
way, Woking,  Surrey  GU21  5AP. 
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WE'VE  PUT  A  PRICE 
OF  £400000 
ON  HER  HEAD 
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Two  brands  of  slimmers 
mayonnaise  launched 

Both  Heinz  and  Weight  Watchers  have 
launched  a  low  calorie  mayonnaise.  The 
Heinz  mayonnaise  (190ml,  £0.47|)  has 
been  launched  under  the  Slimway  label 
joining  the  re-labelled  low  calorie  dress- 
ing. 

An  advertising  spend  for  both  products 
in  the  Slimway  range  is  put  at  £600,000 
with  advertising  in  national  women's 
Press  carrying  6|  million  introductory  5p 
off  coupons  while  a  television  campaign 
is  planned  in  the  South  of  England. 
Weight  Watchers  say  their  mayonnaise 
contains  only  15  calories  per  level  tea- 
spoonful  and  it  joins  their  range  of 
calorie  controlled  food  and  drinks.  Heinz 


Co  Ltd,  Hayes  Park,  Hayes,  Middlesex. 
WW  Foods  Ltd,  Imperial  House,  Willes 
Road,  Leamington  Spa,  CV32  4PZ. 


Lancome  expand 
Progres  range 

Lancome  are  introducing  two  other  pro- 
ducts into  their  Progres  skin  care  range. 
Progres  pour  le  cou  (40ml,  £10.00)  des- 
cribed as  a  light  non-greasy,  protein-rich 
cream,  will  be  on  sale  in  June.  A  com- 
plimentary 30ml  pack  of  the  second  pro- 
duct, Progres  pour  le  corps,  will  be 
presented  with  it. 

Progres  pour  le  corps  (125ml,  £7.25) 
will  be  sold  from  July.  This  is  a  body 
lotion  designed  to  hydrate  and  protect 
the  epidermis — "helping  to  maintain  the 
skin's  elasticity".  It  will  be  presented  with 
a  complimentary  trial  size  of  Bienfait  du 
Matin  (Naturel).  Lancome  (England)  Ltd, 
14  Grosvenor  Street,  London  E8  3LY. 

Predictor  campaign 

A  consumer  press  advertising  campaign 
for  Predictor,  the  home  pregnancy  test- 
ing kit,  starts  May  5.  The  campaign  will 
be  featured  in  women's  weekly  and 
monthly  magazines  as  part  of  a  £350,000 
support  budget.  Chefaro  Proprietaries 
Ltd,  Crown  House,  London  Road, 
Morden,  Surrey. 

Laroche  perfumes 

Guy  Laroohe  are  introducing  three  new 
presentations  of  J'ai  Ose :  7g  atomiser 
perfume  (£12.00),  I5g  atomiser  perfume 
(£18.00),  1  oz  perfume  (£9.75).  Parim 
Ltd,  14  Grosvenor  Street,  London  W1X 
0AQ. 

Tropical  Ultima 

Ultima  II  are  bringing  out  two  cosmetic 
collections,  the  Tropics,  available  from 
June.  Each  collection  consists  of  creamy 
powder  blush  (£5.50),  Lipstick  Extra- 
ordinaire (£3.35)  with  matching  Couleur 
Extraordinaire  nail  enamel  (£2.60)  and 
Dual  Pan  Patina  powder  shadow  (£5). 
The  Tropic  Paradise  range  has  Frosty 


Brick  blusher,  Calypso  Red  lipstick  and 
nail  varnish  and  Wild  Amber/ Batik 
Brown  eye  shadow.  Grenadine  Fizz 
blusher,  Pango  Pink  lipstick  and  nail 
enamel  and  Moonlit  Orchid/Tropic 
Moondust  eyeshadows  are  the  shades  in 
the  Tropic  Moon  range.  Ultima  II,  86 
Brook  Street,  London  Wl. 

Kooga  competition 

Red  Kooga  is  currently  being  advertised 
in  the  Daily  Mirror,  Sunday  Mirror  and 
the  People  until  the  end  of  May.  Com- 
prising a  competition,  the  full-page 
adverts  are  offering  for  first  prize  a  two- 
week  holiday  in  the  Far  East  for  two. 

Five  second  prizes  consist  of  home 
solariums  and  50  runner-up  prizes  of  one 
year's  supply  of  Red  Kooga.  English 
Grains  Ltd,  Panax  Ginseng  Co,  Park 
Road,  Overseal,  Burton-on-Trent. 


NPA  offer  contact 
lens  solutions 

NPA  Products  (Warminster)  are  intro- 
ducing the  Barnes  Hind  range  of  contact 
lens  care  solutions  for  both  hard  and  soft 
lenses.  The  hard  lens  range  comprises 
cleaning  and  soaking  solution,  Titan, 
Celclean,  wetting  solution,  Soquette  and 
comfort  drops.  The  soft  lens  range  con- 
sists of  Hexaclean,  Soft  Comfort,  Hexi- 
din  and  cleaner  no.  four. 

Contact  lens  wearers,  it  is  believed, 
are  extremely  loyal  to  a  specific  brand  of 
solutions.  The  major  growth  area  is  said 
to  be  in  soft  lenses  with  Barnes  Hind 
market  leaders. 

Future  promotions  from  NPA  (War- 
minster) will  provide  packs  including 
counter  display  units,  information  leaflets 
and  data  sheets  advising  chemists'  assis- 
tants on  the  care  and  maintenance  of 
contact  lenses  plus  window  and  door 
stickers. 

NPA  Products  (Warminster)  will 
launch  the  Barnes  Hind  contact  lens 
solutions  range  in  their  second  1980  pro- 
motion which  will  be  featured  with  an 
introductory  bonus  of  5  per  cent  off  the 
member  pack.  NPA  Products  (War- 
minster), 51  Boreham  Road,  Warminster. 

Instant  lashbuilder 
from  Ritz 

Charles  of  the  Ritz  have  introduced  Ritz 
instant  lashbuilder  £3.25  mascara  which 
they  say  thickens,  lengthens  and  condi- 
tions. Smudge-resistant,  the  mascara 
comes  with  full^bristled  brush.  Charles  of 
the  Ritz,  51  Charles  Street,  London  Wl. 


Listerine  advert's 
'enjoyable  reading' 

"Nice  legs,  shame  about  the  breath"  is 
the  line  included  in  the  latest  Listerine 
antiseptic  mouthwash  advertising  cam- 
paign. 

There  are  nine  different  advertisements 
in  the  series,  featuring  characters  ranging 
from  King  Kong  to  Miss  World,  giving 
■a  lighthearted  look  at  bad  breath  prob- 
lems. Each  advertisement  in  the  series 


contains  the  pay-off  line,  "Listerine  anti- 
septic mouthwash.  It's  enough  to  take 
your  breath  away." 

The  £150,000  campaign  will  be  fea- 
tured nationally  in  newspapers  and  maga- 
zines and  on  tube  cards  in  the  London 
Underground. 

The  aim  of  the  campaign,  the  company 
says,  has  been  to  build  up  a  series  of 
advertisements  Which  the  public  will  en- 
joy reading  and  Which  will  effectively  sell 
the  brand.  Halls  Hudnut,  Woodside  Ave, 
Eastleigh,  Hampshire. 


NIC£UG$.SHM£  ABOUT 
7H€  BREATH. 


When  I  saw  you  on  the  casting  couch,  I  thoughl  you'd  be  great 
work  with. 

That  was  before  the  close-up  scenes, 
Let  me  put  you  straight,  honey  Brushing  your 
eOt  is  all  very  well. 

Hut  to  kill  the  germs  that  can  cause  had  breath 
>U  goto  get  real  tough, 
So  take  it  from  the  King. 
Make  with  the  Listerine  Mouthwash  every  day 
light  get  yourself  a  monkey  for  a  husband 


mi 


Listerine  Antiseptic  Mouthwash.  „ 
it's  enough  to  take  your  breath  away,  ygmty 
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AND  IMPROVED 
YOUR  CHANCES 
OF  CLAIMING 
THE  REWARD 


DARK  BLONDE  55 

POLY 

COLOR 


MEDIUM  BROWN  41 

POLY 

TINT 


Something  big  has  happened 
to  Poly  And  we're  laying  £400,000 
it's  going  to  bring  a  lot  of  your 
customers  in  for  trial. 

Because  the  Poly  range  is 
being  re-launched.  It's  been  totally 
re-formulated  to  produce  even 
lovelier  results.  All  the  colourants 
now  come  in  liquid  applicator- 
bottles  -  so  they're  much,  much 
easier  to  use.  There  are  now  even 
more  shades  to  choose  from. 
And  the  whole  range  has  got 
colourful  new  packaging  that'll 
really  stand  out  on  your  shelves. 


FAIR 


LOTION 

m 


To  make  sure  you  get  the 
lion's  share  of  the  reward,  we're 
spending  £400,000  on  Poly's 
biggest-ever  advertising  campaign. 
Beautiful,  impactful  advertisements 
will  flood  the  major  women's 
colour  magazines  -  from  June 
right  through  till  December. 

And,  if  you  need  any  more 
encouragement,  we're  even  offering 
a  special  introductory  bonus. 

So  make  sure  you're  well 
stocked  with  the  new  Poly 
range.  Soon,  it'll  be  wanted  all 
over  town. 


HAIR  BY  POLY,  FOR  PROFITS  YOU  CAN  TRUST. 


HOLD 


v 


Kbu'll  never  see  \ 
through  Hollister's 
latest  development! 


Hollister  are  introducing  a  new  range  of  ostomy  bags  and  we  know  your  patients  are 
going  to  prefer  them. 

They  are  every  bit  as  strong,  odour-proof  and  reliable  as  before.  In  fact,  there's  only 
one  thing  that's  different. 

You  can't  see  through  them. 

Research  has  shown  that  opaque  material  is  one  of  the  features  ostomists  prefer. 
That's  why  we're  so  confident  that  our  new  opaque  bags  will  quickly  p> 
become  first  choice  with  your  stoma  patients. 

Phone  or  write  for  full  ordering  information  about  the  new 
bags  -  closed  and  drainable.  We  also  want  to  tell  you  about  an 
improvement  we've  made  to  the  Hollister  flatus  filter  which  makes  it 
more  effective  than  ever. 


H0417 


The  Team  That  Cares 


a  product  of 

HOLLISTER    ~f  J.jj  ABBOTT  I 

Abbott  Laboratories  Ltd  .Queenborough,  Kent,  ME11 5EL 
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Kleenex  make 
and  put  men's 

An  on-pack  promotional  offer  is  being 
featured  on  Kleenex  family  toilet  tissue, 
from  May  19. 

The  self-liquidating  offer  of  Court- 
auld's  super  soft  luxury  towels  gives 
purchasers  the  opportunity  to  buy  a  pair 
of  hand  towels  (£2.99),  one  bath  towel 
(£2.75)  and  a  four-towel  combination 
set  (£10.99).  The  offer  closes  on  October 
3.1  and  gives  a  choice  of  four  colours. 

Kleenex  for  Men  will  be  appearing 
on  posters  for  the  first  time  with  a  nine- 
week  campaign  in  April  and  May,  cover- 
ing 2,500  shopping  sites. 

Copyline  for  the  campaign  is  "Don't 
forget  the  softness  and  strength".  Chris 
Porter,  group  product  manager  for  facial 
tissues  at  Kimberly  Clark,  comments, 
"We  see  posters  as  feeing  an  appro- 
priately dominant  medium  for  this  strong 
brand  leader. 

"Kleenex  for  Men  is  brand  leader  in 
both  the  facial  tissues  market  and  the 
man-size  tissues  sector  which  was  ex- 
tremely 'buoyant  last  year,  growing  by 
about  13  per  cent  compared  with  five 
per  cent  in   1978.  All  of  this  growth 


towel  offer 
on  posters 


Ginseng  skin  care 
from  Korea 

Sammi  is  a  new  range  of  skin  care 
cream  incorporating  extracts  of  ginseng. 

Made  in  Korea,  the  range  is  already 
being  marketed  in  the  Far  East,  Austra- 
lasia, Europe  and  the  USA.  It  is 
presented  in  pots  with  a  marble  and 
ivory  effect.  The  introductory  selection 
comprises  a  basic  skin  care  programme 
— including  cleansing  cream  for  dry  or 
greasy  skin,  milk  lotion  moisturiser, 
night  cream,  eye  cream  and  mask  pack 
— for  £19.50.  Sammi  Ginseng  Products 
Ltd,  23  West  Bar,  Banbury,  O.xon. 


n 


favoured  brands  at  the  expense  of  own- 
label  and  sales  appear  to  be  following 
this  trend  for  1980".  Kimberly-Clark 
Ltd,  Larkfield,  Maidstone,  Kent. 
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™  Look  at  him  now.  Isn't  he  beautiful? 
Yet  five  minutes  ago  I  could  have  quite  happily 
throttled  him.  Why  oh  why  does  teething  pain 
always  seem  to  strike  at  three  in  the  morning? 

Thankgoodness  the  chemist  recommended 
Dentinox.  It's  specially  formulated  for  babies 
apparently.  Anyway,  it  certainly  works  a  treat 
All  it  took  was  a  gende  rub  on  the  trouble  spot, 
a  quick  cuddle  and  he  was  away  again  as  soon 
as  he  hit  the  pillow.  Thanks  a  lot  Dentinox. 
From  now  on  it'll  be  a  good  night  for  me . . . 


and  it's  a  good  night 
from  him9 


DENTINOX" 
teething  gel 

Dentinox  gel  or  liquid.  |     *■*  ■  -      »'     ||;       ,  \ 

Tried  and  trusted  for  babies'  teething  pain.  From  chemists  only.  ^kinaaei  m. 
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Watch  out  for  explosive  growth  in  the  carpet  cleaner  market  as  Airwick  Dry  Magic 
makes  old  style  cleaners  obsolete! 

It's  so  quick  and  easy  that  routine  carpet  cleaning  will  become  commonplace  - 
making  Airwick  Dry  Magic  the  first  ever  fast-moving  carpet  cleaner! 

That's  the  clear  message  from  the  test  market  where  Airwick  Dry  Magic  sold  out 
three  times  faster*  than  last  year's  leading  brand! 

What's  more,  Beecham  will  be  launching  it  with  an  unprecedented  £lk  MillionTV 
campaign. Thafs  over  five  times  more  TV  support  than  last  year's  leading  brand  received! 
And  there'll  be  big  introductory  discounts  and  full  display  backing  into  the  bargain. 

Don't  fall  flat  on  your  face  when  we  pull  the  rug  from  under  other  carpet  cleaners. 
Place  your  Dry  Magic  order  now! 

BEECHAM  KNOW  HOW  TO  MARKET  AIRWICK  KNOW-HOW. 


independent  research. 


COUNTERPOINTS 

Berk  relaunch  Turns  with  Free 
'faster  action'  claim  travel 


Berk  Pharmaceuticals  have  decided  to 
relaunch  Turns.  Mint-flavour  Turns  will 
be  re-introduced  in  navy  blue,  green  and 
White  packs.  Colourful  display  outers 
holding  12x3  roll  packs  (£0.46)  and  new 
36  single  roll  packs  (£0.19)  have  been 
designed  for  maximum  consumer  trial. 
The  makers  claim  that  Turns  neutralise 
excess  stomach  acid  in  less  than  six 
seconds — "faster  than  the  brand  leaders 
in  this  market". 

A  £175,000  promotion  spend  will 
include  advertising  in  national  and  Sun- 
day Press,  running  from  May  to  end  of 
Inly  and  from  September  until  Novem- 
ber. Counter  units,  window  displays  and 
shelf  strips  will  be  available.  Television 
advertising  support  will  commence  with 
a  new  30-second  commercial  later  this 
year,   in   one  of  the   major  television 


regions,  prior  to  national  television  sup- 
port in  1981.  Norcliff  Thayer  division, 
Berk  Pharmaceuticals  Ltd,  Station  Road, 
Shalford,  Guildford,  Surrey.  Distribu- 
tors Pharmagen  Ltd,  Chapel  Street,  Run- 
corn, Cheshire  WA7  5AP. 


Stugeron 
wallet 

Janssen  Pharmaceutical  are  offering  a 
Stugeron  travel  wallet  free  with  each 
outer  of  10  ordered  through  their  re- 
presentatives, the  goods  to  be  invoiced 
through  local  wholesalers.  The  travel 
wallet  is  unchanged  in  style  and  price 
(25,  £1.33).  Janssen  Pharmaceutical  Ltd, 
Janssen  House,  Marlow,  Bucks  SL7  1ET. 

French  shampoo 
magazine  sample 

French  of  London  are  co-operating  with 
IPC's  True  magazine  to  promote  their 
lemon  liquid  shampoo,  a  vial  will  be 
given  free  with  nearly  150,000  copies  of 
the  June  issue  of  the  magazine,  on  sale 
in  May. 

French  have  chosen  lemon  liquid  sham- 
poo to  promote  at  this  time  because  of 
its  "fresh  spring-like  fragrance  to  en- 
liven drab,  dull  hair."  Stockists  will  be 
offered  an  additional  10  per  cent  dis- 
count on  orders  which  include  the  lemon 
liquid  range  of  142ml  and  1  litre  bottles 
and  sachets.  The  bonus  is  valid  during 
April  and  May.  French  &  Scott  Ltd,  717 
North  Circular  Road,  London  NW2  7 AL. 

Max-Factor  glosses 

Max  Factor  are  introducing  Hint  of 
Colour  shiny  lip  glosses,  to  colour  and 
shine  the  lips  giving  a  "glowing  natural" 
look. 

The  lipsticks  are  presented  with  a 
see-through  cap  for  ease  of  shade 
selection  and  are  available  in  six  shades 
(£0.75) :  Hint  of  plum  cherry,  apricot, 
chestnut,  pinkberry  and  strawberry.  Max 
Factor  Ltd,  16  Old  Bond  Street  London 
W1A  3AH. 

Carnation  on  display 

Carnation  corn  cap  wallets  will  soon  be 
available  in  bright  display  outers  de- 
signed to  save  counter  space.  There  will 
be  two  shrink-wrapped  cartons  of  15 
wallets  per  unit  each  of  which  will  be 
supplied  with  a  crowner.  (£5.40  per  unit 
of  30).  Cuxson,  Gerrard  &  Co,  (Dress- 
ings) Ltd,  Oldbury,  Warley,  West  Mid- 
lands B69  3BB. 

Half  price  offer 

Dana  Perfumes  are  offering  their  50ml 
Tabu  splash  eau  de  cologne  fragrance  for 
half  price— £1.85. 

The  offer  is  available  in  a  counter  dis- 
play merchandiser  containing  12  packs 
with  header  board.  Dana  Perfumes  Ltd, 
7  Conduit  Street,  London  W1R  9TG. 


Harpic  Bleachmatic  goes  national 


Reckitt  Products  are  launching  nationally 
a  product  in  the  Harpic  range  which  has 
been  successfully  test-marketed  in  the 
Southern  television  area  for  12  months. 

Harpic  Bleachmatic  (£0.45)  is  an  in- 
cistern  device  which  dispenses  a  mea- 
sured amount  of  bleadh  with  every  flush. 
Inside  the  casing  is  a  concentrated  block 
of  bleach  that  is  equivalent  to  four 
bottles  of  liquid  bleach.  Each  device  will 
last  for  550  flushes  Which,  for  an  average 
family,  means  an  effective  use  period  of 
up  to  six  weeks. 

Bleachmatic  is  a  combination  of  bleach 
and  a  two-chambered  plastic  cage.  When 
the  lavatory  is  operated,  air  rushes  into 
the  device  as  the  water  level  in  the 
cistern  goes  down,  and  a  concentrated 
solution  of  bleach  in  water  is  forced  out 
With  the  last  part  of  the  water  in  the 
cistern. 

The  target  is  the  £33. 5m  liquid  bleach 


market.  Reckitt  say  the  fast  growing  m- 
cistern  device  market  increased  by  14 
per  cent  in  volume  and  35  per  cent  in 
sterling  during  the  past  12  months. 

Advertising  support  starts  in  May  with 
a  £250,000  spend  on  television  for  four 
weeks,  supported  by  advertising  in 
women's  magazines  during  the  autumn. 
It  will  be  launched  with  a  6p  off  pack. 
Reckitt  Products  are  putting  £2  million 
behind  the  Harpic  range  in  1980 — £1 
million  of  which  will  be  spent  on  adver- 
tising. Reckitt  Products,  Reckitt  House, 
Stoneferry  Road,  Hull  HU8  8DD. 

Bath  time  Charlie 

Charlie  are  to  add  a  body  scrub  (£2.75) 
a  bath  foam  (£3.75)  and  an  afterbath 
tonic  (£3.95)  to  their  range  from  April. 
Revlon  International  Corporation,  86 
Brook  Street,  London  Wl. 
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IT'S  NOT 

NUT  STRONG 
ON  TASTE 

Volume  sales  of  Euthymol  toothpaste  have  gone  up  24%  in  the  last  year. 
\nd  that's  without  a  national  advertising  campaign  as  we're  doing  this  summer. 


Phis  stjmmerwhen  they 

(O.mi;  rovor 

IN  TEARS, 
RECOMMEND 

THE  NATURAL 
ALTERNATIVE. 


Every  summer  it's 
the  same.  A  procession 
of  sneezing  customers, 
with  ticklish  throats, 
watering  eyes  and  all  the  other  uncomfortable  symptoms 
of  hayfever. 

And  still  they  come  to  you  for  relief.  Even  though  they 
know  that  conventional  treatments  can  cause  drowsiness  or 
other  side  effects.  ng°ns 

But  this  summer,  why  not  take  a  different  ^*yi00 
approach?  Offer  them  Nelsons  Hayfever 
Tablets.  They  can  provide  safe,  effective 
relief  without  side-effects  across  many 

common  varieties  of  hayfever.  Like  all  Homoeopathic  preparations  they  work  by 
mobilising  the  body's  own  defences,  instead  of  simply  suppressing  symptoms.  And 
they  have  satisfied  customers  of  ours  across  the  world. 

Right  now,  Homoeopathy  is  playing  a  major  part  in  the  national  movement  towards 
more  natural  alternatives.  It  is  fully  recognised  by  the  Department  of  Health  and 
Homoeopathic  treatments  can  be  prescribed  under  the  National  Health  Service. 

Nelsons  have  the  full  range  of  literature  and  products  to  satisfy  customer  curiosity, 
interest  and  demand  in  this  healthily  growing  market  So  investigate  our  Hayfever 
Tablets,  together  with  the  full  Nelsons  range.  It  could  save  you  some  tears 
this  summer. 

Find  the  Nelsons  range  at  your  wholesaler,  ring  us  on  (01)  274  3237  (4  lines)  for 
information,  or  write  to  A  Nelson  &  Co  Ltd,  215-223,  Coldharbour  Lane,  London 
London  SW98RU. 


Hayfever 

tablets 


'f? 


nelsons 


Helping  your  body  help  itself. 
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Parasitic  skin  diseases 
and  their  treatment 


by  Dr  A.  Li  Wan  Po,  MPS,  department  of  pharmacy,  University  of  Aston 


The  skin  is  able  to  harbour  a  variety  of 
parasites  which  includes  the  louse  and 
the  scabies  mite.  These  two  parasitic  skin 
diseases  are  still  frequently  encountered 
and  the  apparent  increase  in  incidence 
has  caused  some  concern.  Therefore,  it 
appears  there  is  a  need  to  re-examine 
these  infestations  and  the  methods  avail- 
able for  their  control. 

Pediculosis  results  from  infestation  by 
the  human  louse,  of  which  there  are  three 
types:  the  head  louse  which  causes  the 
condition  known  as  pediculosis  capitis; 
the  body  louse  (pediculosis  corporis)  and 
the  crab  louse  (pediculosis  pubis).  The  in- 
festing agent  in  pubic  lice  is  Phthirus 
pubis  while  in  the  head  and  body  louse 
it  is  Pediculus  humanus.  The  terminology 
surrounding  pediculosis  is,  as  can  be  seen, 
quite  confusing  and  appears  to  have  been 
the  result  of  crossed  lines  between  clini- 
cians and  biologists.  It  is  fortunate  that 
treatment  is  more  uniform. 

Head  louse 

The  head  louse  is  by  far  the  common- 
est human  louse  and  has  been  the  most 
extensively  studied.  The  initial  complaint 
is  itching  over  the  back  of  the  head  and 
examination  of  the  hair  quickly  reveals 
the  presence  of  chitinous  egg  sacs  (the 
nits).  The  adult  louse  is  more  elusive  al- 
though a  few  will  be  found  on  closer  ex- 
amination. The  nits  may  stay  on  the  hair 
for  up  to  a  year  but  the  louse  only  sur- 
vives for  a  maximum  of  forty  days.  The 
head  louse  will  rarely  hatch  below  22 °C 
and  the  success  rate  in  hatching  increases 
dramatically,  within  limits,  with  an  in- 
crease in  temperature.  The  incubation 
time  also  shortens  with  temperature  and 
at  22°C  it  is  in  the  region  of  two  weeks. 

Control  of  pediculosis  is  particularly 
difficult  in  warm  climates.  Since  a  thick 


head  of  hair  helps  to  maintain  a  high 
ambient  temperature  by  insulation,  hair 
clipping  has  often  been  recommended  as 
a  method  of  control  It  is,  however,  a  dis- 
appointing method  unless  the  hair  is 
maintained  at  less  than  one  centimetre  in 
length.  For  most  people  the  experience 
of  such  drastic  hair-cutting  can  be  quite 
traumatic  and  the  practice  is  therefore  to 
be  discouraged. 

While  the  nit  anchors  itself  tightly  to 
the  hair  it  can  be  easily  moved  by  sliding 
it  along  the  stem  of  the  hair.  This  ex- 
plains why  combing  is  the  method  of 
choice  for  removing  nits,  following  treat- 
ment with  a  suitable  pediculocide.  The 
combing  action  also  damages  the  lice  and 
hence  their  ability  to  survive.  Unlike 
dandruff,  nits  cannot  be  shaken  off  hair 
and  this  helps  to  distinguish  the  two  for 
the  inexperienced  observer.  Transmission 
is  the  major  headache  in  the  control  of 
lice.  The  eggs  and  stray  hair  do  not  play 
any  significant  role  in  the  spread  of  the 
infestation.  Hair  to  hair  or  body  contact 
is  usually  necessary.  Lice  grow  by  moult- 
ing and  the  discarded  skins  are  often  mis- 
takenly thought  to  be  live  lice  able  to 
transmit  and  spread  the  infestation. 

The  crab  louse  has  not  been  well 
studied  and  its  incidence  is  probably 
under-estimated  because  very  few  patients 
are  prepared  to  volunteer  the  informa- 
tion. It  is  probably  most  often  an  inciden- 
tal finding  during  clinical  investigations 
in  the  surgery.  Transmission  is  by  con- 
tact and  it  is  therefore  essentially  a  sexu- 
ally transmitted  disease. 

Body  louse 

The  body  louse  is  a  clothing  rather 
than  a  hair  louse  and  it  normally  only 
visits  the  skin  for  feeding.  Eggs  are  laid 
on  clothing  and  because  of  their  prox- 


imity to  the  skin,  under-wear  is  most 
frequently  colonised.  Clothing  can  there- 
fore, unlike  the  case  of  the  hair  louse, 
act  as  a  powerful  carrier  of  the  infesta- 
tion. Disinfection  by  methods  such  as 
drying  in  a  hot  air  tumble-dryer  is  useful 
in  the  control  of  the  infestation. 

The  body  louse  does  not  normally 
appear  to  be  as  troublesome  as  the  head 
louse.  Yet,  under  certain  conditions,  it 
can  be  the  most  dangerous  variety.  Its 
role  as  a  vector  of  infectious  diseases 
like  typhoid  is  well  known.  While  in 
developed  countries  this  is  not  much 
of  a  problem,  it  assumes  great  importance 
in  the  poorer  countries,  where  constant 
vigilance  is  essential.  Lousiness  is  norm- 
ally associated  with  uncleanliness  but  the 
louse  does  not  need  dirt  to  thrive.  All 
that  is  needed  is  a  supply  of  fresh  human 
blood.  Therefore,  once  the  infestation 
obtains  a  foot-hold,  cleanliness  may  not 
be  adequate  for  its  control.  Recourse  to 
chemical  control  then  becomes  necessary. 

Scabies 

The  infesting  agent  in  scabies  is  the  mite 
Sarcoptes  scabiei.  Unlike  lice,  the  form 
of  scabies  most  commonly  observed  is 
the  adult  female.  Diagnosis  is  more  diffi- 
cult and  is  usually  achieved  by  the  identi- 
fication of  the  characteristic  burrows 
formed  by  the  mite  as  it  digs  its  way  to 
the  border  with  the  stratum  granulosum 
where  it  feeds  on  body  fluids.  It  norm- 
ally stays  there  for  the  duration  of  its 
life,  which  can  be  over  30  days.  About 
two  or  three  eggs,  which  take  about  three 
to  four  days  to  hatch,  are  laid  each  day. 
The  larva  leaves  the  burrow  after  a  day 
or  so  following  hatching  and  migrates  to 
the  skin  where  it  moults  after  about 
three  days  to  produce  a  nymph.  Further 
Continued  on  p686 


Pediculus  humanus  (left)  and  Sarcoptes  scabiei  (Photographs  courtesy  of  Stafford-M iller  Ltd) 
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Parasitic  skin 
diseases 

Continued  from  p685 

moulting  takes  place  after  a  further  three 
days  to  yield  an  adult  male  or  a  further 
nymph  The  complete  cycle  therefore 
takes  about  ten  days. 

The  mite  population  is  normally  quite 
small  and  is  mainly  to  be  found  on  the 
hands  and  wrists.  Elbows,  feet,  penis, 
scrotum,  buttocks  and  axillae  are  also 
commonly  colonised.  Experimental  evi- 
dence tends  to  show  that  clothing  and 
bedding  are  not  important  in  transmitting 
the  condition  and  personal  contact  is 
normally  required.  Scabies  is  therefore 
often  considered  to  be  primarily  a  sexu- 
ally-transmitted condition  and  is  indeed 
one  of  the  most  common  venereal 
diseases.  The  patient  usually  seeks  help 
for  the  itching  which  accompanies  the  in- 
festation. The  condition  is  also  charac- 
terised by  a  secondary  rash  whose  loca- 
tion does  not  correspond  to  the  sites  of 
infestation.  It  is  thought  that  the  itching 
results  from  sensitisation  to  the  mite's 
exudates  and  coats.  The  ensuing  scratch- 
ing often  results  in  secondary  infections 
such  as  impetigo.  The  itching  is  also  an 
important  cause  for  loss  of  sleep. 

Allergic  responses  point  to  the  activa- 
tion of  immune  responses  and  there  is 
indeed  some  evidence  to  show  that  im- 
munity to  scabies  can  be  acquired,  al- 
though the  protection  is  not  absolute. 


This  has  in  fact  been  used  to  explain 
the  cyclical  flares  in  the  incidence  of  the 
disease  and  its  worsening  in  patients  on 
immuno-suppressive  therapy.  If  immunity 
is  acquired  then  there  is  the  possibility  of 
developing  an  effective  vaccine,  although 
the  usefulness  of  such  a  vaccine  would 
be  much  reduced  because  of  the  difficulty 
in  reaching  the  people  at  risk. 

Treatment 

Pediculicides  and  scaib'icides  are  the  two 
most  commonly  used  ectoparasiticides 
used  in  the  control  of  human  dermal 
parasites.  It  is  fortunate  that  pediculicides 
and  miticides  can  often  be  used  inter- 
changeably because  of  their  broad  spec- 
trum of  activity.  They  will  therefore  be 
discussed  together. 

Benzyl  benzoate  is  perhaps  the  most 
commonly  prescribed  miticide  and  re- 
mains a  scabicide  of  choice.  It  is  norm- 
ally presented  as  an  emulsion  for  appli- 
cation to  the  whole  body.  The  neck  and 
the  head  are  usually  omitted  because 
they  are  not  infested.  The  application 
tends  to  irritate  the  skin  and  for  children, 
the  use  of  less  irritant  products  is  to  be 
preferred. 

Gamma  benzene  hexachloride  (gamma- 
BHC)  appears  to  be  the  best  scabicide 
available  and  it  is  also  a  useful  pediculi- 
cide  although  as  such,  better  agents  are 
now  available.  Gamma  benzene  hexa- 
chloride is  available  in  various  formula- 
tions and  these  include  shampoos,  lotions 
and  creams.  Quellada  and  Lorexane  are 
typical  proprietary  products.  Cream 
formulations  are  preferred  for  scabies 


Photograph  courtesy  of  Stafford-Miller  Ltd 
and  for  public  lice,  while  the  shampoos 
and  lotions  are  better  for  head  lice.  Al- 
though it  has  been  claimed  that  shampoos 
do  not  allow  sufficient  contact  time  .be- 
tween the  parasites  and  the  drug,  the 
available  evidence  tends  to  show  that  the 
onset  of  activity  is  rapid  enough  for 
effectiveness. 

Dicophane  (DDT)  like  benzene  hexa- 
chloride is  a  chlorinated  insecticide  and 
was  at  one  time  the  agent  of  first  choice. 
Evidence  of  the  development  of  resist- 
ance and  the  uproar  surrounding  its 
ecological  impact  on  the  environment  has 
led  to  its  falling  into  disrepute.  DDT  is 
normally  applied  as  a  powder  although 
it  is  available  as  a  lotion  in  combination 
with  gamma  benzene  hexachloride.  Its 
application  to  the  pubic  area  may  be 
quite  painful  and  its  substitution  by 
gamma  benzene  hexachloride  is  preferred 
in  such  cases.  Sulphur  preparations  such 
as  sulphur  ointment  and  sulphurated  lime 


3  quick  questions  for  anyone  recommending 
paracetamol  as  an  analgesic* 

1.  Which  paracetamol  containing  formulation  is 
absorbed  faster  than  others? 

2.  Which  formulation  achieves  the  highest  peak 
plasma  levels? 

3.  Which  formulation  sustains  a  high  concentration 
level  over  time? 


*BIOS  (Consultancy  &  Contract  Research)  Ltd,  Bioavailability  Study  of  Six  Commonly  Prescribed  Paracetamol  Containing  Preparations 
And  A  Control  Formulation. 

Paracetamol  tablets  500  mg.  Paracetamol  500 mg  and  codeine  phosphate  8 mg  tablets.  Paracetamol  500 mg  and  codeine  phosphate  8 mg 
effervescent  tablets  (Paracodol).  Paracetamol  500  mg,  codeine  phosphate  8 mg  and  caffeine  30 mg  effervescent  tablets.  Dextropropoxyphene 
hydrochloride  325  mg  and  paracetamol  325  mg  tablets.  Dextropropoxyphene  napsylate  50mgand  paracetamol  325  mg  soluble  tablets. 


ARSONS  Leaders  in  Allergy  Research.  Fisons  Limited.  Pharmaceutical  Division.  Derby  Road.  Loughborough,  Leicestershire.  LE11  0BB.  Paracodol  is  indicated  for  the  relief  of  pain,  especially  muscular  and 
rheumatic  pains,  headache,  neuralgia,  toothache,  period  pains  and  discomfort  associated  with  colds  and  influenza  Dosage  and  administration:  Paracodol  is  a  presentation  of  Paracetamol  FAR  500 mg  and  Codeine 
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solutions  are  still  occasionally  used  as 
scabicides.  The  availability  of  more 
pleasant  and  effective  products  has  lead 
to  their  less  common  use. 

Carbaryl  is  a  carbamate  insecticide  and 
is  one  of  the  most  effective  pediculicides. 
Shampoo  formulations  (Suleo,  Derbac 
and  Carylderm  shampoos)  as  well  as 
lotions  (Carylderm  lotion)  are  available. 
Shampoos  have  been  found  to  be  as 
effective  as  lotions  although  on  theoreti- 
cal grounds,  shampoos  are  expected  to 
be  less  efficient. 

Malathion  (carbofos)  is  the  least  toxic 
of  the  organo-phosphorus  agents  in  com- 
mon use.  It  is  the  agent  of  first  choice  in 
the  treatment  of  lice  infestations.  As  with 
many  of  the  other  agents  it  is  available 
both  as  a  shampoo  (Prioderm)  and  as  a 
lotion  (Prioderm  and  Derbac).  Chlorine 
inactivates  malathion  so  that  patients 
should  be  advised  to  avoid  swimming 
pools  within  one  week  of  treatment. 
Owing  to  the  possibility  of  percutaneous 
absorption  and  owing  to  their  relatively 
higher  toxicity,  malathion  and  carbaryl, 
unlike  benzyl  benzoate  and  gamma  ben- 
zene hexachloride,  are  not  used  in  scabies 
infestations  where  application  to  larger 
areas  of  the  body  are  required.  Their 
value  as  scabicides  has  also  not  been 
adequately  investigated. 

Endemic  world  over 

Scabies  and  Moe  are  still  endemic  the 
world  over  and  as  such  cause  concern  to 
all  health  authorities.  The  majority  of  in- 
festations are  self-treated  at  least  initially 
and  it  is  therefore  important  for  the 


pharmacist  to  be  able  to  recommend  suit- 
able products  where  necessary.  Although 
he  is  fortunate  in  that  there  are  many 
effective  products  on  the  market,  the  set- 
up in  most  pharmacies,  with  the  lack  of 
privacy  afforded  to  the  patient,  does  not 
encourage  the  latter  to  seek  help. 

Recent  changes  in  legislation  have 
meant  that  scabicides  and  pediculicides 
previously  on  open  display  are  now  be- 
hind the  counter.  While  this  is  desirable 


from  a  safety  point  of  view,  in  practice 
it  may  deter  the  patient  even  further. 
The  end  result  could  be  that  the  treat- 
ment of  these  conditions  is  delayed.  If 
this  happens,  it  could  have  serious  impli- 
cations on  the  spread  of  the  infestations. 
It  is  to  be  hoped  that  the  general  practice 
pharmacist  will  be  able  to  respond 
adequately  to  this  fresh  challenge  by  en- 
suring that  the  patients  receive  their  treat- 
ment as  rapidly  as  possible. 


Advisory  service  for  ostomists 


Searle  Medical  Products  are  launching 
a  free  advisory  service  for  people  with 
a  stoma.  The  company  has  already  es- 
tablished a  stoma  care  consultant  nurse 
in  the  London  and  Home  Counties  areas, 
and  plans  to  make  the  service  nationwide. 

This  new  service  offers  free  consulta- 
tion and  advice  to  people  with  a  stoma 
and  to  those  who  are  concerned  with 
their  care.  The  service  covers  all  aspects 


of  stoma  care,  including  hygiene,  diet, 
the  choice  of  appliances,  and  how  the 
ostomist's  friends  and  family  can  help. 
The  company  also  publishes  In  Touch, 
a  free  quarterly  magazine  originally  de- 
signed for  oolostomists,  but  now  intended 
for  everyone  with  a  stoma.  Further 
information  is  available  from  Searle 
Medical  Products,  Freepost,  PO  Box  88, 
High  Wycombe,  Bucks. 


Eye  wash  bottle  from  Fisons 


The  Fisons  eye  wash  bottle  is  now  avail- 
able filled  and  sealed  with  a  sterile  eye 
wash  solution  containing  zinc  sulphate 
0.05  per  cent,  boric  acid  1.6  per  cent, 
sodium  potassium  tartrate  0.2  per  cent, 
hamamelis  water  5  per  cent,  borax  0.2 
per  cent,  phenylmercuric  acetate  0.002 
per  cent,  (complete,  £5.78  trade;  five  or 
more  £5.20  each,  minimum  order  £8), 
A  sterile  eye  bath  assembly  with  non- 


return valve  and  drain  tube  ensures  a 
controlltd  delivery  of  wash.  A  short 
twist  of  the  eye  bath  breaks  a  seal 
allowing  the  solution  to  be  administered 
by  squeezing  the  bottle.  Replacement 
bottles  of  sterile  solution  are  available 
as  is  a  wall  mounting  cabinet  providing 
a  permanent  location.  Fisons  Scientific 
Apparatus,  Bishop  Meadow  Road, 
Loughborough,  Leics  LEU  ORG. 


And  the  one  quick  answer 


PARACODOL 

PARACETAMOL  B.P.  AND  CODEINE  PHOSPHATE  B.P. 

The  effective,  rapidly  absorbed  analgesic. 


Phosphate  B  P  8  mg  as  a  large  white,  soluble  effervescent  tablet.  The  tablets  are  to  be  dissolved  in  water  before  oral  administration.  Adults:  1  -2  tablets,  which  may  be  repeated  every  four  to  six  hours  Children:  Aged  512 
years     tablet  Not  morethan  3  tablets  to  betaken  in  24  hours  Under  5  years:To  betaken  only  on  thedirection  of  thephysician  Package  quantities  and  basic  NHS  price:£2.04  per  box  of  100  tablets.  PL:  0113'  5076 
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Sanpro:  a 

In  a  market  that  has  been  dominated  by 
two  brands,  Lil-lets  and  Tampax,  the 
advent  of  one  new  rival  and  the  possi- 
bility of  two  more  is  bound  to  disturb 
the  tranquility  of  the  tampon  market. 

The  total  sanpro  market  was  estimated 
to  be  worth  £69m  in  1979,  of  which  the 
tampon  sector  is  put  at  £27m.  Tampax 
are  credited  a  58  per  cent  share  of  this, 
Lil-lets  40  per  cent  and  Boots  own  brand 
2  per  cent,  according  to  figures  issued  by 
Consumer  Audit. 

Figures  for  1980  estimate  the  total 
market  to  be  worth  £80m,  with  tampons 
valued  at  £32m. 

Richard  Huckerby,  Kimberly-Clark, 
says:  "The  battle  'between  Lit-lets  and 
Tampax  has  up  till  now  been  one  of 
applicator  against  non-applicator  with 
advertising  stress  on  tampons  versus 
towels.  Now  it  is  no  longer  a  two-horse 
race  and  advertising  will  have  to  con- 
centrate on  the  differing  aspects  of  the 
tampons  themselves." 

Playtex  promotion 

To  gain  headway  Playtex  are  offering 
new  aspects  which  they  anticipate  will 
gain  them  rapid  acceptance.  The  tampon 
is  the  first  to  have  a  plastic  applicator, 
whereas  Tampax  use  cardboard  applic- 
ators and  Lil-lets  are  inserted  digitally. 
The  Playtex  tampon  is  available  in  a 
deodorised  form  although  there  is  also 
a  non-deodorised  version. 

The  tampon,  it  is  claimed,  offers  the 
consumer  three-way  protection  compris- 
ing a  "gentle  guide"  plastic  applicator 
for  easier  insertion,  the  availability  of 
deodorisation,  and  a  "booming  action" 
when  the  tampon  is  said  to  open  like  a 
flower  adjusting  to  the  users'  internal 
shape  and  preventing  by-pass  leakage  and 
stain. 

So  confident  are  Playtex  of  success 
that  Mr  Nick  Scardina,  managing  direc- 
tor, estimates  that  the  tampon,  with  the 
help  of  a  television  and  Press  campaign 
will  capture  a  high  percentage  of  sales 
from  the  existing  brands  and  expand  the 
British  market. 

Playtex  say  there  will  he  generous 
introductory  trade  allowances  during  the 
launch  period  and  claim  there  has  been 
"a  high  level  of  acceptance  and  distribu- 
tion in  all  sectors  of  the  grocery  and 
chemist  trade".  The  company  refuses 
to  he  specific  on  its  advertising  spend  but 
estimates  that  it  will  be  at  least  £lm  in 
the  first  12  months. 

Mr  A.  McCarten,  managing  director 
of  the  distributors,  Foodbrokers,  de- 
scribes Playtex  as  "the  most  exciting 
launch  they've  handled".  It  could  also 
prove  to  be  the  most  controversial. 

Playtex  issued  a  statement  defending 
their  product  even  before  the  launch,  in 


market  on 


answer  to  statements  issued  by  other 
manufacturers. 

To  put  the  record  straight  Playtex  say 
they  recognise  that  "a  small  number  of 
women  may  be  hypersensitive  to  per- 
fumed products".  But  they  add  that  this 
warning,  appearing  on  the  packs,  is  vol- 
untary and  in  the  US  all  tampons  are 
subject  to  certain  Government  regula- 
tions. 

In  answer  to  criticism  that  plastic 
applicators  are  non-flushable  Playtex  say 
that  they  are  "easily  disposed  of  in  a 
waste  receptacle  as  called  for  in  the 
product  usage  instructions  printed  on 
every  package". 

They  point  out  that  "women  using 
towels  that  cannot  be  flushed  away  are 
already  used  to  disposing  of  them  in 
this  manner". 

Tampax  say  they  have  the  technology 
to  produce  similar  deodorised  tampons 
with  plastic  applicators  but  felt  they 
would  not  be  acceptable  to  the  British 
consumer. 


The  important  question  is  how  the 

Alan  Thornton,  director  of  marketing, 
Tampax 


the  move 


market  will  fare  with  a  new  contender. 
Rumours  that  Procter  and  Gamble's 
Rely  and  Johnson  and  Johnson's  Assure 
are  about  to  burst  on  the  scene  have 
served  to  focus  attention  and  heighten 
activity. 

Will  the  established  brands  be  able  to 
meet  this  threat,  will  consumers  be 
swayed  away  from  their  brand  loyalty? 

Tampax  certainly  seem  prepared  for 
the  onslaught.  The  appointment  of  Alan 
Thornton  as  director  of  marketing 
appears  to  herald  the  end  of  both  the 
"no  comment"  replies  to  any  queries 
and  the  strong  American  influence. 

Emphasising  the  young  market 

Mr  Thornton  himself  describes  this 
metamorphosis  as  a  virtual  "declaration 
of  UDT  in  England"  especially  in  the  field 
of  advertising.  No  longer  co-ordinated 
from  the  States,  a  marked  change  in  the 
advertising  is  its  emphasis  on — as  Mr 
Thornton  puts  it — "trying  to  get  loyalty 
of  younger  users  at  an  early  stage". 

Believing  that  while  most  girls  agree 
tampons  are  the  best  form  of  sanitary 
protection  many  are  reluctant  to  try, 
Tampax  have  introduced  a  new  tampon, 
Slender.  By  aiming  this  product  speci- 
fically towards  the  younger  girl,  Tampax 
hope  to  overcome  any  reluctance,  on  the 
part  of  the  potential  user  and  the  mother, 
who  may  think  her  "little  girl"  too  young 
for  the  product  and  believe  the  myth 
about  loss  of  virginity. 

Having  a  round  top  for  easier  insertion 
and  coming  in  a  pink  pack  to  differen- 
tiate it  from  the  rest  of  the  range, 
Slender  was  designed  to  capture  a  large 
proportion  of  the  half  million  girls  who 
start  menstruating  each  year.  The  com- 
pany believe  that  while  Slender  is  now 
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A  colourful  way  to  promote  Andrex. 

Just  to  fill  you  in  on  the  latest  Andrex  promotion,  we  thought  we'd  get  it  down 
in  black  and  white.  This  big  value  promotion  is  the  Andrex  Colouring  Book. 

It's  ideal  for  children,  and  will  bring  some  colour  back  into  any  rainy  day. 
The  Andrex  puppy  will  be  offering  his  colouring  book  to  your  customers  in 
women's  magazines,  as  well  as  making  his  regular  appearances  on  television. 

Andrex  offers  your  customers  softness,  strength  and 
length,  all  in  one  pack. 

That's  why  Andrex  business  is  such  good  business, 
and  why  it  outsells  even  its  nearest  competitor  by  more 
than  three  to  one. 

It's  enough  to  make  our  competitors  see  red. 

Soft,  strong  and  very  long, 

Andrex  is  a  Bowater+ Scott  quality  product. 
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One  of  the  photo  cartoon  advertisements  being  used  by  Tampax 


the  smallest  tampon  on  the  UK  market 
it  is  not  a  "mini"  absorbency. 

To  communicate  better  the  advantages 
of  tampons,  Tampax  and  their  advertis- 
ing agency,  McCann-Erickson  have  de- 
veloped an  advertising  first.  In  associa- 
tion with  IPC's  editorial  consultants  they 
are  using  a  photo  cartoon  format  depict- 
ing situations  where  "only  a  tampon  will 
do" — at  the  swimming  pool,  gymnasium 
and  disco. 

Currently  running  in  the  "teen"  mag- 
azines My  Guy,  Oh  Boy,  Pink.  Fab  208, 
Photolove  and  Photosecrets,  the  cam- 
paign is  part  of  a  £680,000  advertising 
spend  by  Tampax  comprising  a  twofold 
approach  to  attract  both  the  new  user 
and  maintain  the  loyalty  of  established 
user. 

Mr  Thornton  admits  "the  newer  form 
of  pads  represent  a  great  improvement, 
and  therefore  the  pressure  to  convert  to 
tampons  is  not  so  immediate". 

On  the  threat  from  new  entrants  into 
the  market,  Mr  Thornton  confidently 
says  that  for  Tampax  making  tampons  is 
like  "Stradivarius  building  fiddles". 

The  TV  advertising  debate 

On  television  advertising  campaigns 
Mr  Thornton  comments:  "Research 
shows  antipathy  to  advertising  in  this 
medium  because  it  is  a  family  medium". 

He  points  out  that  the  main  attraction 
of  television  is  for  new  entrants  in  the 
market  to  make  people  aware  of  the  pro- 
duct but  that  expense  and  wastage  are 
incurred  with  restricted  viewing  time, 
half  the  audience  being  men  and  half 
the  women  either  too  young  or  too  old 
to  be  affected.  However  he  adds,  "if  tele- 
vision is  seen  to  be  an  acceptable 
medium  we  would  use  it  for  competitive 
reasons". 

Richard  Huckerby,  Kimberly-Clark, 
agrees  with  this  line  of  thought.  On  the 
test-trial  of  a  Kotex  Simplicity  advertise- 
ment, he  says:  "The  TBA  has  had  a 
number  of  complaints — as  has  the  com- 
pany. These  complaints  are  not  speci- 
fically about  the  advertisement  itself  but 
the  principle  of  feminine  protection  ad- 
vertising on  a  public  media  when 
women's  magazines  are  available." 

Although  too  early  to  assess  the  suc- 
cess of  the  television  campaign  Mr 
Huckerby  says  his  company  believes 
"there  is  a  significant  number  of  people 
with  objections  to  sanpro  advertising". 
Believing  that  the  final  decision  is  for  the 
TBA,  Huckerby  himself  does  not  think 
such  advertising  should  be  on  television. 
"Money  is  more  efficient  in  magazine 
advertising  but  we  daren't  risk  television 
working  for  competitors". 

The  UK  towel  market,  Mr  Huckerby 
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says,  is  unique  being  "the  only  country 
with  so  many  sizes  of  towels,  a  trend 
started  by  Dr  Whites  with  four  kinds. 

"In  the  last  decade,  the  sanpro  mar- 
ket has  become  increasingly  competitive, 
a  trend  likely  to  continue  to  the  benefit 
of  the  consumer.  Kimberly-Clark, 
through  its  range  of  six  Kotex  products, 
has  shown  consistent  growth  since  enter- 
ing the  UK  towel  market  in  1972,  and 
has  seen  its  share  of  the  towel  sector 
grow  from  4  per  cent  to  30  per  cent  in 
seven  years." 

Mr  Huckerby  sees  a  number  of 
changes  taking  place  in  the  sanpro  market 
and  cites  the  swing  from  looped  towels 
to  full-size  press-on  products. 

"Kimberly-Clark  is  biggest  in  the 
growing  press-on  sector  with  Simplicity 
and  Sylphs  accounting  for  40  per  cent 
of  this  market  and  the  secondary  protec- 
tion market.  Simplicity  is  aimed  at  the 
20-40  age  range  of  women  and  Sylphs 
are  specifically  aimed  at  girls  in  their 
teens,  although  they  are  also  bought  by 
older  women". 


The  company  claims  a  30  per  cent 
share  of  the  total  sanpro  market  seeing 


its  weakness  in  the  looped  sector.  They 
see  no  reason,  however,  to  make  a  con- 
centrated effort  here,  believing  it  to  be 
on  the  decline  with  the  long-term  future 
lying  in  superthin  towels.  Consequently 
the  company  is  relaunching  Kotex  mini's 
and  Brevia  with  a  £500,000  boost.  Kotex 
mini's  will  have  a  full  length  polythene 
shield  and  Brevia  a  new  waisted  shape. 

On  distribution,  Mr  Huckerby  admits: 
"The  grocer  is  getting  bigger  but 
chemists  are  a  powerful  force  because  all 
women  do  have  to  buy  the  product  and 
most  would  prefer  not  to  have  to  do  so 
at  the  local  supermarket."  The  problem 
as  he  sees  it  is  that  "the  independent 
chemist  has  a  shortage  of  space".  He 
suggests  chemists  stock  only  the  leading 
lines  where  returns  will  be  higher. 

A  dominant  position 

Lilia-White's  sanpro  range  will  receive 
over  £3m  in  advertising  and  promotional 
support  for  1980.  Jack  Laming,  general 
sales  and  marketing  director,  says  "the 
support  behind  our  brands  is  more  than 
double  that  from  any  of  our  competitors 
and  will  ensure  that  Lilia-White  con- 
tinues to  be  the  number  one  in  the  UK 
sanpro  market". 

The  company  forecasts  that  the  sanpro 
market  will  grow  to  £84m  by  the  end 
of  1980.  They  also  believe  that  with 
the  most  comprehensive  range  of  sanpro 
products  they  retain  a  dominant  position 
with  just  under  half  the  total  market. 

Lilia-White  say  that  the  chemist,  for 

Continued  on  p693 
19  April  1980 


Would  you  treat 
hese  women  the  same7 

Of  course  not.  They  all  have  different  needs  for  sanitary 
protection.  So  offer  them  the  Supersure  range  and  you'll  ensure  they 
get  just  the  choice  and  quality  they  want. 

Nikinu  for  the  young  and  busy  mothers,  unique  double  security 
system  of  high  absorbency  layered  cellulose  towels  with  special  Nikini 
stretch  lace  briefs. 

Pantie  Towels,  for  the  younger  woman,  discreet  high  absorbency 
layered  cellulose  press -on  towels. 

Mini  Pads,  for  all  ages,  slim  press -on  towels  for  light  days  and  for 
feminine  freshness  between  periods. 

Mene,  a  complete  adult  range  of  looped  towels  in 
five  different  sizes,  the  only  cotton 
wool  towels.  I  I 

See  your  Robinsons  sales  repre-  J  ®  lpwd} 
sentative  for  promotion  details  now 


SUPERSURE 

The  sure  way  to  cover  the  sanpro  market. 


Kfe    tJ  SLiPERSl-KE 

x  Pantie, 
towels 


Robinsons  of  Chesterfield,  Wheatbridge,  Chesterfield,  Derbyshire  S40  2AD 


Ifour  customers  wouldn't 

wear  square  clothes, 

so  why  should  they  wear 


square  towels? 


Bodyform  is  the  only  press-on  towel  that's 
actually  contoured  to  fit  a  woman's  body,  rather 
than  being  "square"  like  most  feminine  towels. 

Our  new  and  very  noticeable  advertising 
campaign  features  women  wearing  uncomfort- 
able-looking "square"  clothes,  and  vividly 
demonstrates  the  difference  between  Bodyform 
and  ordinary  "square"  towels. 

Were  spending  £600,000  on  this  campaign 
and  we'll  be  making  a  big  impact  on  TV,  as  well 
as  in  women's  magazines. 

We're  on  TV  now  in  Granada,  Westward, 
Ulster  and  Border,  and  from  late  April  we'll  be 
on  screens  in  every  other  area  of  the  country 
(except  Anglia). 

We  think  it's  the  strongest  campaign  ever 
for  a  sanpro  product  And  we  believe  it  will 
stimulate  a  big  demand  for  Bodyform -the  only 
towel  that's  actually  made  to  fit  your  customers. 


Libnesse 


the  towel  that's  shaped  like  you 


12  towels  in  every  pack. 
Bodyform  by  Libresse!  The  towel  that's  shaped  to  fit. 

Marketed  and  distributed  by  Bowater*  Scott. 
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many  years  the  traditional  outlet  for  the 
sale  of  sanpro,  on  average  maintains  his 
yearly  sales  of  these  products.  However, 
while  chemists  have  remained  static, 
grocers  have  taken  most  of  the  growth 
in  the  sanpro  market.  But  this  need  not 
necessarily  be  a  trend  for  the  future, 
because  the  chemist  can  fight  back  by 
concentrating  on  personal,  discreet  ser- 
vice, still  an  important  factor. 

Lilia- White  claim  to  be  the  only  com- 
pany with  a  major  stake  in  all  the  four 
sectors  within  the  sanpro  market.  In 
looped  towels,  their  two  brands,  Dr 
White's  and  Lilia  are  said  to  dominate 
what  is  still  an  important,  £16m  market, 
Dr  White's  currently  holds  54  per  cent 
of  looped  towel  sales  through  chemists 
and  is  the  only  looped  towel  to  be  sup- 
ported by  major  advertising  and  pro- 
motional activity  estimated  to  be  worth 
£600,000  in  1980.  Together  with  Lilia, 
'67|  per  cent  of  chemists'  looped  towel 
sales  belong  to  Lilia-White  brands. 

Close  leadership  race 

Tn  the  stick-on  field,  with  fierce  com- 
petition between  the  increasing  number 
of  newcomers  to  the  market,  Panty  Pads 
and  Simplicity  still  run  a  close  race  for 
leadership,  the  company  says.  Panty  Pads 
is  currently  being  promoted  with  adver- 
tisements in  a  number  of  leading  maga- 
zines, headed  "Three  free  offers  from 
Panty  Pads".  The  consumer  is  offered 
a  sample  pack  of  three  Panty  Pads  with 
the  choice  of  regular,  super  or  super 
plus  absorbency,  a  carrying  case  to  hold 
two  towels,  and  a  15p  coupon  for  ex- 
change when  purchasing  a  packet  of 
Panty  Pads.  Support  for  Panty  Pads 
throughout  1980  will  total  over  £850,000. 

New  stick-on  Lilia,  launched  early  in 
1979,  was  produced  to  fill  a  price  gap 
and  is  believed  to  be  gaining  a  share  of 
the  market  at  the  same  rate  as  other 
newcomers  to  the  field. 

Fancy  Free  by  Dr  White's  is  claimed 
to  be  the  first  compact  st'ick-on  towel 
incorporating  hydrosorb  to  give  complete 
protection  with  minimum  bulk,  and  to 
appeal  to  all  age  groups. 

The  "super-absorber"  field,  the  com- 
pany believes,  is  slowly  gaining  consumer 
acceptance  thanks  to  heavy  advertising 
and  promotional  support.  Chemists,  they 
say,  are  increasing  the  distribution  of 
Fancy  Free  at  a  much  faster  rate  than 
grocers.  Lilia-White  foresee  the  develop- 
ment of  super  absorbent  low  bulk  towels 
to  be  as  successful  as  the  full  size  stick- 
ons  in  the  1970s,  with  Fancy  Free  well 
placed  to  take  the  lead. 

Fancy  Free  is  to  link  with  Dr  White's 
in  a  sampling  exercise.  Dr  White's  users 
will  be  able  to  obtain  a  sample  of  Fancy 
Free  for  their  daughters  or  other  young- 
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sters  about  to  start  menstruating.  Michelle 
Monksfield,  product  manager  for  Fancy 
Free,  says:  "The  unique  authority  and 
confidence  inspired  by  Dr  White's  will 
be  of  tremendous  benefit  in  strengthen- 
ing Fancy  Free's  growing  popularity  with 
youngsters  looking  for  a  towel  which 
gives  them  maximum  security  allied  to 
minimum  bulk.  Their  mothers  have 
trusted  Dr  White's  for  years  and  Fancy 
Free  is  going  to  be  just  as  important  to 
the  new  generations  of  youngsters  com- 
ing into  the  sanpro  market  during  the 
1980s". 

Fastidia,  the  Lilia-White  mini  pad,  is 
marketed  and  advertised  as  the  ideal 
back-up  protection  for  the  tampon  user 
and  is  claimed  to  be  brand  leader  with  a 
34  per  cent  share. 

January  saw  Fastidia  placing  the  leak- 
proof  polythene  lining  within  the  pad 
instead  of  being  clearly  visible. 

Tampons,  Lilia-White  believe,  are  now 
the  biggest  single  category  within  the 
total  sanpro  market.  Currently  valued  at 


£24m  they  are  estimated  to  reach  £27m 
by  the  end  of  1980.  Lil-lets,  are  claimed 
to  hold  44  per  cent  of  the  tampon  market 
through  chemists. 

The  company  believes  the  growth  of 
stick-on  towels  during  the  1970s  de- 
pressed the  tampon  market  but,  with  the 
continued  dynamism  of  Lil-lets,  the 
arrival  of  Tampax  Slender  and  the 
launch  of  Playtex  applictor  tampons,  a 
faster  growth  rate  is  expected  in  1980. 

Trade  and  consumer  promotions  will 
be  worth  £lm.  Lil-lets  have  also  been 
the  subject  of  a  major  sampling  cam- 
paign entitled  "Step  free".  Running  in 
leading  daily  newspapers  and  through  in- 
store  leaflets  the  campaign  offers  would- 
be  trialists  a  packet  of  10  Lil-lets  plus 
a  money-off  next  purchase  coupon.  Mar- 
garet Holmes,  product  manager  for  Lil- 
lets  reports:  "A  similar  sampling  cam- 
paign last  year  entitled  'Feel  free  to  try 
Lil-lets'  was  hugely  successful.  Indica- 
tions are  already  that  this  year's  sampling 
promotion  will  succeed  in  attracting  even 
more  new  users  to  Lil-lets". 

Lilia-White  say  they  have  no  plans  to 
participate  in  the  test  advertising  on 
television  although  it  was  the  first 
company  to  experiment  with  the 
medium  by  running  a  commercial  for 
Lil-lets  in  1970.  Experience  then,  and 
careful  monitoring  of  results  achieved 
by  other  manufacturers  latterly,  does  not 
lead  the  company  to  believe  that  tele- 
vision is  an  effective  medium  for  sanpro 
brands.  A  company  spokesman  says:  "We 
remain  agnostic  about  television,  but  our 
minds  are  not  closed  to  the  medium.  We 
are  happy  for  other  manufacturers  to 
test  it  for  the  industry  and  we  shall  be 
monitoring  their  results  very  carefully. 
We  intend  to  remain  number  one  in  the 
UK  sanpro  market  and  therefore,  would 
not  exclude  the  use  of  television  if  it  is 
shown  to  be  effective.  However,  on  cur- 
rent evidence,  we  doubt  that  it  will". 

Static  market  on  the  move 

Johnson  &  Johnson  claim  that,  in  a 
market  that  remained  static  for  genera- 
tions, Carefree  and  Vespre  have  bought 
new  thinking,  new  technology  and  an 
entirely  new  approach  to  the  problem  of 
sanitary  protection. 

They  claim  the  launch  of  Carefree 
panty  shields  in  autumn  1978  immedi- 
ately took  brand  leadership,  with  29  per 
cent  of  mini-pads  in  market  1979. 

Continued  strong  growth  for  the  mini- 
pad  sector  is  forecast  by  the  company 
with  an  estimated  rise  from  12  per  cent 
to  18  per  cent  during  1980. 

Between  January  and  April,  Carefree 
has  been  promoted  on  television  nation- 
ally (excluding  Anglia)  following  the  test 
in  the  London  television  region  in  1979. 

Carefree  panty  shields,  the  company 
claims,  have  a  strong,  growing  distribu- 
tion base  in  the  chemist  sector  with 
Continued  on  p696 
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number  2's! 

With  Li  I  ia-White  holding  a  dominant  share  of  the 
sanpro  market,  it's  hard  for  anyone  else  to  get  a  look  in. 

But  then,  Li  I  ia-White  is  in  every  segment  of  the  market. 
From  looped  and  press-on  towels  to  mini-pads  and  tampons. 
With  more  absorbencies  and  more  pack  sizes  than  anyone  else. 

We  make  real  product  advances  too.  Like  Fancy  Free, 
the  first  compact,  fully-absorbent  towel. 

And  we  advertise  so  distinctively  that  we'll  keep  that 
edge  over  everyone  else. 

That's  how  we  got  to  be  number  1  in  the  first  place. 

We're  number  1.  Always. 


19  April  1980 


Chemist  &  Druggist  695 


Personal  hygiene 


San  pro  market 

Continued  from  p693 

sterling  distribution  at  79  per  cent.  The 
larger  30s  size  of  Carefree  is  the  biggest 
selling  pack  in  the  mini-pad  sector. 

Vespre,  launched  by  Johnson  &  John- 
son in  July  1979,  is  claimed  to  he  really 
changing  the  sanitary  protection  market. 
With  a  combination  of  slimness  and 
super-absorbency,  Vespre  is  said  to  be 
one  of  the  fastest  growing  products  in 
the  UK.  A  third  of  the  thickness  of  other 
press-on  towels,  the  super-absorbent 
material  used  in  Vespre  holds  more  than 
20  times  its  own  weight  of  fluid. 

In  a  fiercely  competitive  market  valued 
at  over  £60m  Johnson  &  Johnson  claim 
Vespre  has  already  achieved  widespread 
distribution.  In  the  "drug  trade"  Vespre 
has  an  83  per  cent  distribution  and  in 
the  food  trade  35  per  cent.  Johnson  & 
Johnson  are  currently  supporting  Vespre 
with  a  national  television  campaign. 

The  television  advertising  is  based  on 
the  theme  of  slimness  using  a  series  of 
analogies  to  illustrate  this — a  slim 
camera,  slim  watch  and  slim  pocket  cal- 
culator and  slim  Vespre. 

Johnson  &  Johnson  believe  one  of  the 
benefits  of  Vespre  is  that  it  takes  up  only 
one  third  of  the  shelf  space  of  traditional 
towels.  They  anticipate  that  within  three 
years  super-slim  towels  could  take  at 
least  25  per  cent  of  the  external  sanitary 
protection  market,  whereas  five  years 
ago  the  conventional  looped  towel  market 
accounted  for  50  per  cent  of  the  total 
market.  Today  the  looped  towel  share 
is  said  to  have  dropped  to  27  per  cent. 

Robinsons  of  Chesterfield  agree  with 
this.  Claiming  a  13  per  cent  share  of  the 
towel  market  through  chemist  outlets, 
they  believe  that  although  the  total 
sanpro  market  has  increased,  loop  towels 
are  on  the  decline. 

The  growth  in  the  market,  the  company 
believes,  has  been  in  the  towel  sector  with 


an  increase  of  10  per  cent  and  the  mini- 
pad  sector  with  a  15  per  cent  increase. 
Their  own  brand  of  mini-pads  since  their 
launch  last  July  have  seen  a  69  per  cent 
increase  in  volume  growth. 

Overall  Robinson's  believe  the  sanpro 
market  has  grown  by  3  per  cent  and  that 
of  their  Nikini  output,  there  was  a  48 
per  cent  increase  of  consumer  sales 
through  chemists  during  May  and 
November.  This  compares  to  an  overall 
increase  of  26  per  cent  in  all  outlets. 

Research  shows  that  chemists  are 
responsible  for  75  per  cent  of  Nikini  sales 
and  for  78  per  cent  of  Supersure  Mene 
towels. 

This  success,  the  company  believes,  is 
due  to  the  chemists'  ability  to  offer  a 
personal  service  in  a  way  grocery  outlets 
cannot.  It  is  important  for  chemists  to 
stock  a  full  range  of  brands  to  satisfy 
consumer  demand  and  brand  loyalty. 
This,  they  stress,  is  the  basic  strength  of 
the  chemist  over  the  grocery  outlet  Which 
is  vital  to  maintain  in  order  to  retain 
supremacy  over  the  supermarket. 

The  company  says  its  policy  is  to  sup- 
port the  trade  with  competitive  terms 
rather  than  large  advertising  spends. 
Robinsons  say  they  are  actively  promot- 
ing all  brands  to  the  trade  with  discount 
on  listed  prices. 

Bodyform  holiday  bond  offer 

Bowater  Scott  will  be  supporting  their 
products  with  on-pack  offers;  Bodyform 
packs  offering  holiday  bonds  each  worth 
£25  off  selected  holidays  for  two  people. 

Aiming  at  the  younger  end  of  the 
market  Bodyform  will  be  advertised  in 
cartoon  format.  In  all,  Bowater  Scott 
will  be  spending  over  £500,000  on  ad- 
vertising. This  will  not  include  television. 

Mike  Jarvis,  brand  manager,  says:  "It 
is  difficult  to  assess  the  effectiveness  of 
television  in  this  market  as  we  do  not 
use  this  medium.  Comments  within  the 
advertising  industry  indicate  that  con- 
sumer complaints  to  the  IBA  have  been 
running  at  a  significantly  higher  level 
than  for  other  product  categories.  This 
must  lead  one  to  doubt  whether  tele- 
vision advertising  will  be  allowed  after 
the  current  test  has  finished." 

This  dilemma  of  how  to  advertise 
these  products  has  come  at  a  time  of 
revolution  in  the  sanpro  market.  As 
Kimberly-Clark  say:  "The  towel  sector 
is  currently  increasingly  active  With  con- 


tinued growth  in  the  press-on  sector,  a 
trend  forecast  to  continue". 

Manufacturers  appear  to  be  concentra- 
ting on  the  younger  market  where  the 
battle  is  won  or  lost  for  brand  loyalty. 
Tampax  quote  IPC  figures  showing  that 
while  70  per  cent  of  the  19-24  age  group 
use  tampons  only  51  per  cent  of  the  35- 
44  category  do. 

Future  predictions 

The  advent  of  new  rivals  in  the  tam- 
pon market  is  the  cause  of  considerable 
argument.  Will  they  expand  the  tampon 
market  with  more  girls  using  tampons 
earlier  or  will  they  capture  part  of  the 
existing  market? 

What  seems  certain  is  that  looped 
towels  will  continue  to  decline  with  the 
press-on  and  secondary  protection  towels 
being  the  growth  areas.  Bowater  Scott 
estimate  that  the  volume  split  of  the 
towel  sector  in  1979  was  65  per  cent 
press-on,  33  per  cent  looped  and  2  per 
cent  special  garment. 

The  development  of  Fancy  Free  from 
Lilia-White  and  Vespre  from  Johnson 
&  Johnson  is  said  to  give  as  much  free- 
dom as  a  tampon.  As  Richard  Huckerby, 
Kimberly-Clark,  says:  "What  it  boils 
down  to  is  choice  and  because  towels  are 
less  bulky  the  choice  is  not  so  clear." 

Advertising  will  continue  to  grow  in 
the  eighties  with  larger  budget  spends 
and  as  the  market  becomes  more  com- 
petitive there  will  be  considerable  pres- 
sure on  manufacturers  to  improve  exist- 
ing products,  and  develop  new  ones. 

The  most  significant  change  in  the  mar- 
ket to  date  is  the  fact  that  more  arid  more 
women  are  using  several  different  types 
of  sanpro  during  their  period,  a  fact  the 
majority  of  manufacturers  and  retail  out- 
lets appear  to  be  both  aware  of  and 
adapting  to. 
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Our  extensive  radio  campaign  on  Capital  and  other  stations  will 
help  you  to  sell  over  50  million  pants  this  year! 

Backed  by  dynamic  advertisements  in  the  national  press  this 
will  make  the  biggest  campaign  ever  for  Britain's  No.  1 
throwaway  line. 

Make  sure  you  stock  this  sanitary  cum  holiday 
requisite  product  now. 


Undercover  ! 

For  further  details  on  how  to  obtain  your 
supplies  contact  Undercover  Products  (International)  Ltd.,  I 
1  Walm  Lane,  London  NW2.  Tel:  01-451 3151.  j 
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Personal  hygiene 

Freshness  set  for  a  boost? 


The  total  deodorant /  antiperspirant  mar- 
ket in  1980  will  'be  worth  around  £45 
million  ait  rsp,  according  to  Elida  Gibbs. 
This  is  a  13  per  cent  increase  on  1979 
and  represents  a  significant  improvement 
in  growth  rate  over  the  mid-  1970s. 

Carter-Wallace  value  the  present  mar- 
ket at  £40m  at  rsp  and  according  to 
Bristol-Myers  it  was  worth  around  £34m 
-in  1979,  with  consumers  buying  just 
under  64  million  units,  the  drop  of  3  per 
cent  over  'the  previous  year,  probably  due 
to  the  poor  summer.  Trade  shares  re- 
mained fairly  constant  last  year,  with 
chemists  holding  about  54  per  cent  of 
total  business.  Boots  gained  about  1  per 
cent  taking  their  share  to  35  per  cent, 
leaving  all  other  chemists  with  19  per 
cent  (compared  with  22  per  cent  in  1977). 

No  significant  changes  are  expected  in 
1980,  say  Bristol-Myers  who  predict  a 
difficult  year  with  price  and  value-for- 
money  being  the  dominant  factors  in 
brand  selection.  The  trend  towards  roll- 
ons  will  probably  continue  although  the 
rate  is  likely  to  slow  down.  Roll-ons 
accounted  for  46  per  cent  of  the  market 
dn  1979,  they  say,  with  aerosols  taking  51 
per  cent.  In  1975  the  roll-on  share  was 
only  27  per  cent  which  illustrates  the 
growth  in  this  sector  in  recent  years. 

Roll-ons  gain  popularity 

Gillette  agree  that  roll-ons  are  gaining 
in  popularity  and  estimate  t'hiat  51  per 
cent  of  ail  women  using  deodorants  in 
1979  used  a  roll-on,  compared  with  39 
per  cent  in  1976.  Roll-ons  are  especially 
popular  with  women  users,  they  say,  who 
appreciate  their  greater  efficiency,  con- 
venient size  and  value.  The  current  roll- 
on  market  is  worth  about  £14.5  million, 
acording  to  Gillette.  Elida  Gibbs  estimate 
a  similar  figure  and  say  that  roll-ons 
represented  about  one  third  of  total 
sterling  sales  in  1979,  whereas  Carter- 
Wallace  give  aerosols  70  per  cent  of  the 
market. 

Elida  Gibbs  claim  to  be  the  biggest 
manufacturer  in  the  deodorant /antipers- 
pirant market,  with  around  19.5  per  cent 
of  sterling  sales.  The  top  brand  in  terms 
of  sterling  sales  was  Sure  with  11.9  per 
cent  and  Gibbs  say  it  is  the  seventh  year 
it  has  been  market  leader.  Sure  was  re- 
launched in  March  this  year,  with  a  new 
antiperspirant  ingredient  (polychlorhy- 
droxoaluminium)  added  to  the  aerosol. 
This  makes  it  the  most  effective  anti- 
perspirant aerosol  on  the  market,  Gibbs 
say,  and  this  claim  will  be  prominently 
displayed  on  every  can  and  in  national 
advertising.  Sure  roll-on  has  been  re- 
packaged in  40ml  bottles  instead  of  28ml 
as  part  of  the  relaunch,  although  it  does 
not  have  the  new  ingredient.  Users  who 

19  April  1980 


Courtesy  Dow  Corning  Ltd 


want  the  "new  efficiency"  will  have  to 
purchase  the  aerosol,  the  roll-on  formula 
remaining  unchanged.  Sure  roll-on  is  the 
second  biggest  seller  on  the  market,  say 
Gibbs. 

An  advertising  campaign  featuring  a 
new  Sure  commercial  Will  run  nationally 
between  May  and  September,  supported 
by  women's  Press  advertising  and  pro- 
motional activity  for  both  aerosol  and 
roll-on.  Heavy  advertising  is  also  planned 
for  Gibbs'  newest  market  entry — Impulse. 
This  was  launched  late  1979  as  a  per- 
fume-deodorant and  exceeded  all  internal 
financial  targets.  The  launch  continues 
in  1980  with  a  £lm  advertising  spend, 
mainly  on  television. 

Body  'Mist,  which  Beecham  Toiletries 
claim  has  an  11  per  cent  share  of  the 
total  deoderant  market,  has  been  recently 
relaunched  (C&D  April  5,  p563).  Both 
the  roll-on  and  aerosol  are  repackaged  to 
give  a  more  feminine  appeal  with  differ- 
ent colours  for  the  three  fragrances.  A 
long-term  promotional  programme  is 
planned  with  a  £650.000  television  adver- 
tising campaign. 

Gillette  claim  their  Right  Guard  ZR 
to  be  the  fastest  growing  roll-on  brand, 
with  a  market  share  of  almost  10  per 
cent.  The  increase  was  due  to  the  intro- 
duction last  year  of  the  "nature"  frag- 


rances, wild  orchis,  zinnia  and  tamarind. 
A  spring  promotion  to  encourage  both 
trial  and  repurchase  has  been  devised 
using  two  special  offer  bottles — a  25  per 
cent  extra-fill  bottle  in  all  fragrances 
based  on  the  50ml  rsp,  and  a  20ml  trial- 
size  bottle  at  19p  in  ZR  original  only. 
Right  Guard  aerosol  increased  its  brand 
share  from  17  to  23  per  cent  in  a  static 
market  during  1979,  which  Gillette  claim, 
represents  an  overall  increase  of  29  per 
cent.  Strong  advertising  support  will  be 
given  to  Right  Guard  on  national  tele- 
vision with  a  £lm  plus  campaign  from 
April  to  August. 

The  most  popular  antiperspirant 
deodorant  is  still  Mum,  marketed  by 
Bristol-Myers  and  now  in  its  23  rd  year. 
Last  year  1 9  per  cent  of  women  between 
13  and  64  in  the  IPC  cosmetics  and 
toiletries  survey  used  Mum  deodorant. 
Relaunched  at  the  beginning  of  1979,  the 
Mum  range  was  expanded  to  include  a 
new  fragrance,  Wild  orchid.  Bristol-Myers 
say  they  will  continue  their  "successful 
pricing  policy"  for  the  Fresh  &  Dry 
range,  offering  an  active  promotional 
programme.  Fresh  &  Dry  was  relaunched 
earlier  this  year  (C&D,  March  15,  p418) 
with  designs  and  packaging  aimed  at 
appealing  to  both  sexes. 

Ashe  Laboratories  have  added  a  new 
fragrance,  fresh,  to  their  Amplex  range, 
which  they  claim  is  the  third  leading  roll- 
on  brand.  Lindy  Sayle-Creer,  senior  pro- 
duct manager,  says,  "Last  year  we  ex- 
panded the  range  by  the  introduction  of 
Amplex  herbal  which  proved  extremely 
popular  and  in  1979  Amplex  achieved  a 
total  sterling  increase  in  sales  of  50  per 
cent.  We  aim  to  continue  this  momentum 
in  1980  with  Amplex  fresh." 

The  Arrid  brand  is  the  third  most 
popular  in  the  aerosol  sector,  according 
to  Carter-Wallace.  They  say  each  product 
in  the  range  has  its  own  advantages.  A 
media  spend  of  £250,000  is  planned  for 
this  year,  mainly  concentrated  on  full 
page  colour  advertisements  in  women's 
magazines.  However,  the  most  popular 
consumer  inducement  is  probably  an 
extra-fill  offer  so  they  are  offering  25  per 
cent  extra  on  the  whole  range,  which 
was  relaunched  in  March  this  year. 


Foot  hygiene  market  developments 


Scholl  claim  to  be  brand  leader  in  the 
footspray  market  with  their  four  types, 
deodorant,  antiperspirant,  foot  refresher 
and  dry  powder.  Deodoriser  insoles  were 
a  later  development  which  both  widened 
the  market  and  lessened  the  seasonal  bias 
in  footcare,  according  to  Scholl.  Market- 
ing emphasis  will  be  on  "below-the-line" 
activity  for  both  products  this  year,  with 
special  deals  for  retailers. 


An  advertising  campaign  for  Scholl 
Creme  foot  bath  in  excess  of  £120,000 
is  'planned  for  this  year.  Consisting  of 
colour  advertisements  in  women's  weekly 
magazines,  it  will  appear  in  May  and 
continue  throughout  the  summer.  In  a 
test-market  last  summer  Creme  foot  bath 
achieved  sales  rates  equivalent  to  rough 
skin  remover,  which  Scholl  say  is  one  of 
their  most  successful  products. 
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Shop  Equipment  &  Display  Exhibition 


Grand  Hall 
Olympia  -  London 

18-22  May 

THE  ANNUAL  EVENT 
NOW  BACK  IN  LONDON ! 

Shopex  is  the  U  K's  major  show  concerned 
with  retail  development  ...  a  must  for 
all  those  who  are  interested  in  the  very 
latest  shopfitting,  display  aids  and  retail- 
ing equipment. 

Whether  you  are  a  buyer  for  a  super- 
market chain,  department  store,  a  small 
retailer,  shopfitter  or  architect,  Shopex 
International  is  your  exhibition.  Plan 
your  visit  now,  and  return  the  coupon 
below  for  your  FREE  tickets. 

Admission  without  ticket  £1. 


Westbourne  Exhibitions  Limited 

Crown  House  Morden  Surrey  SM4  5EB 

Tel:  01-540  1101  Telex:  926726  WEXPUB  G 


To:  Westbourne  Exhibitions  Limited   Crown  House  Morden  \ 
Surrey  SM4  5EB 

Please  send  me  complimentary  tickets  to  Shopex 

I  nternational  '80. 


Company 
Address  .. 


Name 
Business 


Enclose  sa    for  speedy  return  of  tickets  j 

CD4  / 


Buy  the  best  British 
hot  water  bottles 

Made  to  British  Standard  Specification  1970 


Order  Now 

THE  SUBA  SEAL  OR  SUBA  SCREW  RANGE  OF 
BRITISH  MADE  RUBBER  HOT  WATER  BOTTLES 


Order  Now  for 
delivery  before 
December  31st  1980 
at  today  s  prices 


Special  5% 
forward  buying 
discount  for  ordering 
by  June  30th 
1  980 


'Suba-Seal'  and  'Suba-Screw'  is  the  biggest  range  of 
rubber  hot  water  bottles  in  the  world.  Available  in  a 
variety  of  sizes,  colours  and  styles  and  all  attractively 
packed  in  high  clarity  polythene  bags  to  assist  sales. 

For  further  details  or  for  a  representative  to  call 
telephone  Barnsley  (0226)  84081 
Or  write  to 


Chemist  &  Druggist 


WILLIAM  FREEMAN  &  CO  LTD., 

Suba-Seal  Works,  Staincross,  Barnsley, Yorkshire, 
YeL0226  84081  Telex  547186 

24Hour-7Day  Order  Facility. 
Dial  0226  84085  and  dictate  your  order 


PROFESSIONAL  NEWS 

'harmaceutical  Society  of  Great  Britain 

Qualified  person'  panel 
Tiay  have  no  pharmacist 


^he  Education  Committee  of  the  Phar- 
naceutical  Society  had  expressed  itself 
s  "extremely  unhappy"  with  the  reason 
iven  by  Sir  Frank  Hartley  for  the 
dvisory  committee's  rejection  of  the 
ociety's  proposal  that  at  least  one 
ssessor  should  be  a  pharmacist,  it  was 
eported  at  the  April  meeting  of  the 
Council  of  the  Pharmaceutical  Society. 
The  Education  Committee  had  con- 
idered  the  report  of  the  qualified  person 
dvisory  committee.  The  latter  committee 
ras  set  up  by  the  Government  to  con- 
ider  how  best  to  meet  the  requirements 
f  the  EEC  directive  75/319/EEC  on  the 
ualifications  appropriate  to  a  person 
esponsible  for  carrying  out  the  functions 
i  relation  to  a  manufacturer's  medicinal 
roducts,  set  out  in  SI  1977  No  1053, 
aragraph  3(3).  The  Education  Com- 
littee  noted  that  the  study  guide  agreed 
etween  the  Pharmaceutical  Society  and 
le  Royal  Institute  of  Chemistry  had 
een  appended  to  the  advisory  com- 
littee's  report  as  an  indication  of  the 
nowledge  and  experience  currently  re- 
uired  by  a  qualified  person. 

pproach  to  professional  body 

he  advisory  committee  proposes  that 
nyone  wishing  to  become  a  "qualified 
erson"  should  approach  his  or  her  pro- 
;ssional  body  either  directly  or  through 
le  employer.  The  committee  envisages 
iat  the  professional  body  would  provide 
n  applicant  with  a  copy  of  the  study 
uide  as  well  as,  if  required,  putting  the 
pplicant  in  touch  with  two  suitably 
ualified  members  who  would  be  willing 
3  assist  with  advice  on  the  areas  and  the 
epth  of  study  necessary.  The  two  mem- 
ers  would  also  need  to  be  in  a  position 
)  provide  verification,  in  due  course, 
pat  the  applicant  had  obtained,  to  their 
itisfaction,  the  requisite  knowledge  and 
xperience  to  perform  the  duties  of  a 
qualified  person".  The  term  "suitably 
ualified  members"  is  intended  to  convey 
ot  only  that  such  persons  have  the 
Inquired  knowledge  and  experience  to 
dvise,  but  also  that  they  are  acceptable 
p  their  professional  bodies. 

The  Pharmaceutical  Society  previously 
roposed  that  at  least  one  of  the  two 
ualified  members  should  be  a  pharma- 
ist,  but  that  proposal  did  not  meet  with 
le  advisory  committee's  approval. 

In  sending  the  advisory  committee's 
jport  to  the  Secretary  of  State,  the  chair- 
lan  (Sir  Frank  Hartley)  told  the  Secre- 
iry  of  State  of  the  Society's  view,  adding 
pat  the  Society  contended  that  only 
harmacists  had  covered  the  bulk  of  the 
jnowledge  described  in  the  study  guide. 

r  Frank  commented  that  that  might  be 

,  but  in  his  view,  it  was  important  to 
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note  that  there  was  no  legal  requirement 
for  the  holder  of  a  degree  in  pharmacy, 
who  practised  in  industry  in  Britain,  to 
be  registered  as  a  pharmacist.  That  was 
a  requirement  only  for  those  engaged  in 
selling  or  supplying  medicinal  products 
by  retail  sale.  Many  so  registered  would 
not,  on  other  grounds,  meet  the  require- 
ments for  a  "qualified  person"  and  it 
would  be  illogical  to  provide  a  degree  of 
priority  to  pharmacists. 

It  was  agreed  that  a  letter  should  be 
sent  to  the  Secretary  of  State  repeating 
the  Society's  view.  The  letter  would  point 
out  that  the  Society  intended  that  any 
pharmacist  appointed  as  an  assessor 
would  have  had  sufficient  experience 
within  the  pharmaceutical  industry.  It 
would  also  be  drawn  to  the  Secretary  of 
State's  attention  that  article  23  of  the 
Directive  introduced  a  new  breadth  of 
knowledge  for  future  qualified  persons 
which  had  not  been  necessary  within  the 
qualifications  of  those  who  now  con- 
tinued to  be  qualified  persons  by  virtue 
of  the  transitional  Article  24.  The  new 
situation  had  been  further  expanded  in 
the  RIC/ Society's  study  guide  and  the 
reason  why  the  Society  considered  it  to 
be  essential  that  one  assessor  should  be 
a  pharmacist  was  that  the  great  majority 
of  the  knowledge  represented  by  the 
study  guide  was  included  in  the  basic 
academic  training  of  pharmacists  and 
not  in  other  disciplines. 

The  Education  Committee  recom- 
mended, and  the  Council  agreed,  that  the 
Secretary  of  State  should  be  informed 
that,  for  the  above  reasons,  the  Council 
considered  that  it  was  essential  that  at 
least  one  assessor  of  any  application 
should  be  a  pharmacist;  and  that  if  that 
proposal  was  not  accepted,  the  Council 
would  not  accept  the  report. 

Preregistration  emphasis  changes 

An  analysis  of  preregistration  experi- 
ence places  for  1979/80  was  presented  to 
the  Education  Committee.  The  Committee 
noted  that  a  reduction  in  the  preregistra- 
tion places  occupied  in  Boots  pharmacies 
and  in  the  hospital  service  had  been  offset 
by  an  increase  in  the  number  of  places 
in  other  general  practice  pharmacies  and 
in  schemes  involving  six  months'  indus- 
trial experience  with  six  months  in  hos- 
pital or  general  practice.  The  Committee 
particularly  noted  that,  including  the 
Bradford  sandwich  course  students,  61 
periods  of  six  months'  industrial  experi- 
ence were  being  undertaken  throughout 
the  session,  which  compared  favourably 
with  the  number  of  graduates  who  had 
undertaken  12  months  in  industry  before 
the  current  requirements  had  been  intro- 
duced in  1972. 


The  Council's  project  for  testing  the 
competence  of  a  sample  of  volunteer 
pharmacists  with  a  view  to  establishing 
postgraduate  education  needs  will,  in 
response  to  objections  from  the  Company 
Chemists  Association  and  the  National 
Pharmaceutical  Association,  have  the 
word  "competence"  removed  from  its 
title  and  the  project  will  be  known  as 
"A  determination  of  priorities  in  the 
postgraduate  education  of  pharmacists". 

The  National  Pharmaceutical  Associa- 
tion also  objected  to  publication  of  the 
findings  of  the  research  project.  The 
Pharmaceutical  Society's  Council  took 
the  view  that  a  research  worker  of  the 
required  standing  and  ability  would 
expect  the  results  to  be  published. 

The  Council  decided  to  seek  the  views 
of  the  Department  of  Health,  which  is 
supporting  the  project  financially,  on  the 
question  of  publication.  It  was  reported 
to  the  Education  Committee  that  the 
Department  had  indicated  that  the 
material  would  be  Crown  copyright  and 
publication  in  commercial  book  form 
would  need  the  Department's  consent. 
In  practice,  however,  permission  would 
only  be  withheld  in  very  exceptional  cir- 
cumstances. As  for  publication  in  learned 
journals,  the  Department  would  only  ask 
for  a  chance  to  offer  comments. 

The  Education  Committee  recommen- 
ded, and  the  Council  agreed,  that  the 
NPA  should  be  informed  of  the  change 
in  title  and  of  the  Department's  com- 
ments on  publication.  It  was  also  agreed 
to  proceed  with  the  engagement  of  a 
research  worker  for  the  project. 

The  Society  should  pay  a  contribution 
of  £150  to  the  Northumbrian  branch, 
the  Council  has  decided,  in  accordance 
with  a  promise  made  in  November,  1978. 
The  money  was  promised  in  1978  on  con- 
dition that  a  local  appeal  for  money  to 
restore  the  "Chemist's  window"  in  the 
cathedral  church  of  St  Nicholas,  New- 
castle upon  Tyne,  was  successful.  The 
window  has  now  been  restored. 

Improving  PR  performance 

A  proposal  by  the  Society's  director  of 
public  relations  for  a  national,  one-day 
seminar  for  branch  public  relation 
officers  and  regional  communications 
officers  for  the  purpose  of  improving 
their  capabilities  and  competence  when 
dealing  with  the  media,  was  approved  by 
the  Organisation  Committee.  Half  the 
cost  of  the  project  will  be  borne  by  the 
Pharmaceutical  Services  Negotiating 
Committee.  The  Organisation  Committee 
recommended  that  the  principle  of 
organising  such  a  seminar,  at  an  approxi- 
mate cost  of  £3,500  (50  per  cent  of  which 
the  Society  would  meet),  should  be  ap- 
proved, and  that  a  questionnaire  designed 
to  establish  the  level  of  demand  should 
be  circulated  to  branch  public  relation 
officers  and  regional  communications 
officers. 

During  discussion  of  the  recommenda- 
tion at  the  Council  meeting,  Mr  Howarth 
moved  reference  back.  He  said  that  he 
would  like  to  see  personal  contacts  with 
regions  and  branches  given  more  empha- 
Continued  on  p702 
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sis  than  they  had  been  up  till  now.  He 
would  have  liked  to  have  seen  the 
director  of  public  relations  speaking  to 
all  the  regions  during  the  year,  together 
with  branch  public  relations  officers. 
Public  relations  should  begin  at  home,  he 
suggested. 

Mr  Balmford  seconded  the  reference 
back.  It  was  only  a  short  time  since 
guidelines  had  been  sent  to  the  regions 
and  branches  and  the  Council  should 
await  the  results  of  that  exercise  before 
embarking  on  a  relatively  expensive  ven- 
ture like  a  seminar. 

Mr  Dalglish  said  that  the  Council 
seemed  actively  to  discourage  the  Press 
and  publicity  people  in  their  job,  and  he 
suggested  that  the^Council  should  accept 
the  recommendation  and  give  the  director 
of  public  relations  some  support. 

Recommendation  premature 

Mr  Stevens  supported  the  reference 
because,  he  said,  the  recommendation  was 
premature.  It  was  not  long  since  the 
Council  had  awarded  £50  to  branches 
for  the  purpose  of  public  relations,  but 
he  had  yet  to  see  a  balance  sheet  showing 
how  much  has  been  taken  up,  what  had 
been  done  with  the  money,  and  what  had 
been  the  result. 

Mr  Madge  said  that  the  proposal 
afforded  an  opportunity  for  the  director 
of  public  relations  to  meet  all  the  branch 
public  relations  officers  and  others  at  one 
time.  Mrs  loyce  Gilbert  supported  the 
recommendation.  The  Council  had  often 
been  criticised  for  not  standing  behind 
and  supporting  the  DPR,  she  said,  and 
the  suggestion  should  be  given  a  try. 

Mr  Bannerman  suggested  that  there 
was  no  virtue  in  the  DPR  going  out  to 
people  in  the  branches  and  regions  when 
he  only  wanted  to  create  a  relationship 
and  contact  with  a  small  number  of 
people.  If  the  Council  did  not  wish  to 
support  the  recommendation,  it  should 
make  it  clear  that  it  was  not  the  DPR 
who  was  not  doing  his  job.  It  was  the 
Council  that  was  not  doing  its  job. 

Mr  Kerr  supported  Mr  Bannerman.  It 
seemed  a  pity,  he  said,  to  miss  an  oppor- 
tunity of  getting  the  branch  officers 
together  and  having  a  cross  fertilisation 
of  ideas.  People  often  did  not  know  how 
to  approach  the  Press. 

Mr  Walker  described  as  admirable  the 
principle  of  getting  the  branch  people  to 
headquarters  and  giving  them  some  pro- 
fessional training  in  public  and  Press 
relations.  The  motion  to  refer  the  recom- 
mendation back  was  lost.  The  recom- 
mendation was  adopted.  A  working  party 
is  to  be  set  up  to  consider  ways  of  publi- 
cising careers  in  the  pharmaceutical  in- 
dustry to  students,  following  a  recom- 
mendation of  the  Industrial  Pharmacists 
Group  Committee. 

It  was  agreed  that  a  copy  of  a  letter 
dealing  with  medicines  for  the  treatment 
of  rare  diseases,  sent  recently  by  the 
Society  to  the  Committee  on  Safety  of 
Medicines,  should  also  be  sent  to  the 


Medicines  Division  for  the  attention  of 
the  Licensing  Authority.  That  was 
recommended  by  the  Industrial  Pharma- 
cists Group  Committee. 

The  Association  of  the  British  Pharma- 
ceutical Industry  had  replied  to  the 
Society's  request  that  it  should  give  con- 
sideration to  the  most  appropriate  means 
of  notifying  pharmacists  of  changes  in 
package  inserts  and  data  sheets,  it  was 
reported  to  the  General  Practice  sub- 
committee. The  ABPI  had  indicated  that 
there  was  no  possibility  of  issuing 
addenda  to  the  ABPI  data  sheet  compen- 
dium and  that  any  notifications  of 
changes  had  to  be  dealt  with  by  the  par- 
ticular manufacturer  by  the  method  it 
felt  to  be  most  appropriate.  The  sub- 
committee recommended,  and  the  Coun- 
cil agreed,  that  a  reply  should  be  sent 
to  the  ABPI  pointing  out  that  leaving  it 
to  the  manufacturer  to  decide  how  or 
whether  to  make  pharmacists  aware  of 
changes  in  data  sheets  could  result  in 
pharmacists  relying  on  outdated  informa- 
tion. 

A  report  of  a  recent  meeting  between 
representatives  of  the  Pharmaceutical 
Society,  the  General  Medical  Services 
Committee,  the  Pharmaceutical  Services 
Negotiating  Committee,  the  National 
Pharmaceutical  Association  and  the 
Department  of  Health,  to  discuss  the 
extension  of  the  use  of  child  resistant 
containers  to  include  all  solid  dose  pre- 
parations, was  presented  to  the  General 
Practice  sub-committee.  The  sub-com- 
mittee noted  that  at  the  meeting  the  NPA 
had  produced  a  draft  of  a  card  for  dis- 
play in  pharmacies  inviting  patients  to 
ask  for  a  demonstration  of  the  containers 
and  to  ask  for  their  medication  to  be 
dispensed  in  an  ordinary  container  if  they 
did  not  want  a  child  resistant  container. 
On  the  recommendation  of  the  sub-com- 
mittee, the  Council  agreed  to  write  to  the 
Department  of  Health  supporting  the 
NPA's  proposed  wording  for  the  display 
card,  subject  to  a  minor  amendment. 

Financial  provisos 

The  committee  also  considered  a  letter 
from  the  Department  stating  that  the 
Government's  agreement  to  the  imple- 
mentation of  the  Clothier  recommenda- 
tions was  based  on  three  financial  pro- 
visos, namely:  That  there  would  be  no 
increase  in  the  total  NHS  remuneration 
of  doctors  and  pharmacists  to  allow  for 
implementation  of  Recommendation  9  of 
the  Clothier  report  (relating  to  the  pos- 
sibility of  adjusting  the  remuneration  of 
a  doctor  or  pharmacist  who  might  be 
adversely  affected  by  a  change  in  dispen- 
sing arrangements  agreed  by  the  statu- 
tory body);  that  administrative  expendi- 
ture should  be  kept  as  low  as  possible 
and  that  the  professions  should  meet  the 
allowances  and  expenses  of  their  nomi- 
nees on  the  statutory  body.  The  Com- 
mittee recommended,  and  the  Council 
agreed,  that  the  Department  should  be 
informed  that  the  Society  accepted  those 
three  provisos. 

The  Council  also  agreed  to  reaffirm 
with  the  Department  of  Health  that  the 


recommendations  concerning  the  setting 
up  of  the  Rural  Dispensing  Committee 
did  not  apply  to  Scotland. 

The  Practice  Committee  noted  that  the 
London  Health  Planning  Consortium  had 
set  up  a  primary  health  care  study  group 
to  look  at  ways  of  improving  the  effec- 
tiveness of  primary  care  services  in  Lon- 
don. The  Committee  was  told  that  the 
chief  pharmacist  at  the  Department  of 
Health  had  been  asked  to  confirm  that 
the  Society  would  be  consulted  by  the 
study  group  and  to  confirm  that  it  inclu- 
ded a  pharmacist  member.  The  Com- 
mittee noted  that  so  far  no  reply  had 
been  received. 

The  Society  was  in  correspondence  with 
a  manufacturer  of  compacts  and  pill 
boxes  over  the  question  of  the  plastic 
lining  of  the  pill  boxes  rendering  them 
inappropriate  for  the  storage  of  glyceryl 
trinitrate  tablets,  since  the  active  ingre- 
dient leached  into  the  plastic,  it  was 
reported  to  the  Practice  Committee.  The 
manufacturer  was  proposing  to  place  a 
notice  on  the  lid  of  the  pill  boxes  indica- 
ting that  glyceryl  trinitrate  tablets  should 
be  kept  in  their  glass  containers.  The 
Committee  recommended,  and  the  Coun- 
cil agreed,  that  the  manufacturer's  offer 
should  not  be  refused  but,  nevertheless, 
the  Society  should  point  out  its  opposi- 
tion to  the  use  of  pill  boxes  generally. 

Prison  service  shortage 

The  Society  is  seeking  an  urgent  meet- 
ing with  the  Home  Office  to  discuss  the 
problems  of  pharmacists  in  the  prison 
service,  following  a  recommendation  by 
the  Practice  Committee.  It  was  reported 
to  the  Committee  that  the  head  pharma- 
cist of  the  prison  service  had  recently 
expressed  concern  that  while  there  was 
establishment  for  16  chief  pharmacists, 
only  13  were  in  post  and  there  was  the 
possibility  of  other  vacancies  occurring 
and  not  being  filled.  The  head  pharmacist 
was  seeking  the  support  of  the  Society 
in  bringing  pressure  for  salaries  in  the 
prison  service  to  be  brought  into  line 
with  equivalent  posts  in  the  managed 
service  in  order  that  recruitment  into  the 
prison  service  could  be  stimulated. 

It  was  agreed  to  change  the  title  of 
"The  guide  to  good  dispensing  practice" 
to  "Guide  to  good  pharmaceutical  prac- 
tice part  1 — premises". 

The  view  of  the  Industrial  Pharmacists 
Group  Committee  that  the  current 
method  of  reporting  the  proceedings  of 
the  Statutory  Committee  in  the  Pharma- 
ceutical Journal  adversely  affected  the 
status  of  pharmacists  within  the  industry 
was  conveyed  to  the  Practice  Committee, 
but  after  discussion  the  Committee 
recommended,  and  the  Council  agreed, 
that  there  should  be  no  change  in  the 
present  method  of  reporting. 

As  only  five  persons  have  been  nomina- 
ted to  fill  the  five  vacancies  for  honorary 
auditors,  there  will  be  no  auditors'  elec- 
tion. Those  nominated  are  the  five 
retiring  auditors,  namely,  Mr  A.  Alding- 
ton, Mr  A.  M.  Briggs,  Mr  E.  A.  Brockle- 
hurst,  Mr  K.  Brooke  and  Sir  John 
Hanbury, 
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There's  never  been 
a  better  time  than 
now  to  modernise 

your  shop 

Here's  why: 


Modernising  now  will  make  you  more 
ompetitive  -  right  away! 

bull  sell  more  to  existing  customers, 
nd  gain  new  ones  too,  by 
rofessionally  modernising  your  shop 
^ie  Storeplan  way.  So  even  if  the 
ake 's  not  getting  any  bigger,  you  will 
ain  a  larger  slice.  When  things  really 
Jegin  to  move,  you'll  be  in  a  position 
d  take  advantage.  Competitors  will 
e  left  standing. 


And  it  could  cost  you  nothing 

Fact;  in  most  outlets  we've 
modernised,  turnover  has  gone  up  by 
a  minimum  of  25  % .  But  the  profit 
on  an  increased  turnover  of  only  5% 
is  enough  to  pay  for  your  refit  in 
three  years.  So  every  per  cent  over  the 
five  in  increased  profit  is  yours  to  do 
what  you  like  with. 


on 


standing. 


'tarEplan 


DP  INTERIOR  SPECIALISTS 


Send  me  the  facts. 

I  want  to  get  things  moving. 

Name  

Company  

Address  


Tel.  No. 


preplan  Ltd.,  48,  Towerfield  Road,  Shoeburyness, 
uthend-On-Sea,  Essex  SS3  9QT.  Telephone:  03708  6911. 
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COMPANY  NEWS 

Innovation  stifled 
say  Fisons 

Despite  a  good  performance  by  the 

pharmaceutical  division  of  Fisons  Ltd,  in 
the  midst  of  a  generally  poor  1979 
result  for  the  company  (C&D,  March 
8,  p402),  Sir  George  Burton,  chairman, 
has  warned  of  the  damage  to  the  phar- 
maceutical industry  caused  by  price 
control  and  other  impediments  on 
innovation. 

In  the  company's  1979  annual  report 
Sir  George  says  that  "the  control  of 
prices  in  isolation  is  damaging  to  the 
pharmaceutical  industry  in  its  ability  to 
discover  new  therapeutic  substances". 
He  believes  that  the  historical  cost  basis 
on  which  the  Government  measures 
plant  investment  and  research  expen- 
diture is  "unrealistic  and  its  continua- 
tion will  do  none  other  than  stifle  new 
technology". 

Sir  George  also  makes  the  point  that 
the  cost  of  making  a  major  discovery 
has  greatly  increased  in  recent  years, 
not  only  on  account  of  inflation  but 
also  due  to  the  "increased  cost  of,  and 
delay  in,  safety  and  efficacy  clearance. 
.  .  .  Nobody  will  want  to  market  a  new 
drug  or  agrochemical  unless  they  are 
reasonably  certain  that  it  is  non-toxic  to 
humans.  However  much  money  or  time 
is  spent  on  testing  there  can  never  be 
absolute  certainly  of  total  safety." 

He  concludes  that  the  generation  of 
new  technology  in  the  UK  will  have 
little  hope  of  success  until  "those 
impediments  that  are  simply  bureau- 
cratic and  interventionist",  are  recog- 
nised and  removed,  "without,  of  course, 
relaxing  legitimate  requirements  for 
proof  of  safety  and  efficiency". 

The  pharmaceutical  division  expe- 
rienced a  good  volume  growth  in  sales 
in  almost  all  parts  of  the  world  during 
1979  for  ethical  prescription  drugs, 
particularly,  Fisons  say,  for  their  new 
dosage  forms  of  sodium  cromoglycate. 

ICI  pharmaceuticals 

Id's  worldwide  sales  of  pharmaceuticals 
increased  by  13  per  cent  in  1979  (group 
sales  were  up  18  per  cent,  C&D,  March 
8,  p402),  rising  to  £317  million,  although 
the  company  says  that  the  expansion 
of  sales  is  not  fully  reflected  in  these 
figures  because  of  the  strength  of 
sterling  against  other  currencies.  Sales 
in  the  UK  rose  £6m  to  £53m. 

ICI's  annual  report  also  states  that 
profits  in  pharmaceuticals  were — 
"maintained  despite  an  inability  in  many 
instances  to  increase  prices  in  line  with 
other  higher  costs". 

The  company's  international  pharma- 
ceutical business  remains,  they  say, 
based  on  prescription  medicines  and 
animal  health  products — "the  principal 
products  being  .  .  .  Inderal,  Tenormin, 
Nolvadex,  Hibitane  and  Nilverm". 

In  1979  the  pharmaceutical  division 


Beecham  Pharmaceuticals  have  opened  a  £5  million,  61,000  sq  ft  addition  to  their 
Medicinal  Research  Centre  at  Harlow,  Essex.  The  new  building  will  be  devoted  to 
research  into  chronic  diseases  and  was  officially  opened  by  Professor  Sir  John 
Butterfield,  chairman  of  the  Medicines  Commission,  last  week.  The  additional  building 
will  accommodate  some  220  people  taking  the  total  number  on  the  site  up  to  450 


won  a  Queen's  Award  for  Technological 
Achievement  for  developing  Estrumate, 
a  product  used  in  the  controlled  breed- 
ing of  cattle,  and  also  a  Queen's  Aw^rd 
for  Export  Achievement.  The  division 
has  now  won  11  Queen's  Awards,  this 
is  more  than  any  other  individual 
organisation. 

Glaxo  expect  better 

Despite  an  increase  in  external  sales  for 
the  six  months  to  December  31 — up  to 
£295.9  million  from  £268. 2m  in  1978 — 
taxable  profits  of  Glaxo  Holdings  Ltd  fell 
£6.1 8m  to  £30. 32m.  The  company  have 
pointed  out.  however,  that  1978  was  an 
exception  in  that  trading  profit  for  the 
first  half  was  higher  than  that  for  the 
second.  This  year  they  expect  a  return 
to  a  more  normal  pattern  with  larger 
profits  occurring  in  the  latter  half. 

Tn  the  UK,  sales  excluding  wholesaling, 
were  14  per  cent  up  at  £49m  and  for 
wholesaling  (Vestric)  21  pc  up  at  £98m. 

Bayer  profit  drop 

Bayer  UK  Ltd  increased  group  turnover 
by  37  per  cent  in  1979— up  to  £146.8 
million,  but  pre-tax  dropped  by  40  per 
cent— from  £2.1m  to  £1.3m.  (Group 
results  C&D,  last  week,  p654). 

Bayer  have  blamed  a  92  per  cent 
increase  in  interest  charges  and  losses 
from  their  Latex  division,  which  is  in 
its  first  full  year  of  production. 


Tatford  move  office 
and  warehouse 

During  the  weekend  of  April  19-2( 
Graham  Tatford  &  Co  Ltd  are  movin 
their  "ethicals"  warehouse  and  hea 
office  from  Kingston  Road,  Portsmoutl 
to  larger  premises  at  Grove  Roac 
Cosham,  Portsmouth,  P06  1PU.  Th 
building  already  houses  their  OTC  wan 
house  which  was  transferred  from  Fart 
ham  last  month. 

The  Grove  Road  premises  provic 
27,000  sq  ft  of  warehouse  and  offk 
accommodation — 50  per  cent  more  ths 
the  previous  warehouses  combined — wil 
convenient  access  to  both  A3(M)  ar 
M27  motorways.  Tatfords  say  that  tl 
move  should  offer  three  advantages — ir 
provement  in  administrative  control  ar 
operational  efficiency,  continued  expai 
sion  through  personal  service  and  cor 
petitive  discounts,  and  progressive 
higher  levels  of  productivity. 

Twin  on-line  computer  systems  w 
give  customers  an  immediate  report  c 
stock  availability  of  both  "ethicals"  at 
OTCs,  and  produce  a  priced-invoice  wi 
goods;  this  is  backed  with  a  stock  rani 
in  excess  of  15,000  products. 

Branch  manager  is  Mr  M.  C.  Youi 
and  telephone  numbers  0705  374911  f 
administration  and  0705  383121  (12  lint 
for  orders.  The  Ansafone  service  outsii 
business  hours  (for  "ethicals"  only)  is 
0705  383132. 


Regent  gain  Safety  Council  Award 


A  British  Safety  Council  Award  for  their 
safety  record  during  1979  has  been  won 
by  Regent  Laboratories,  specialising  in 
the  contract  manufacture  of  pharma- 
ceuticals. The  award  is  made  to  com- 
panies that  achieve  a  lower  accident  in- 
cidence rate  than  the  national  average  for 
the  applicable  industry. 

"This  is  a  vital  achievement  for  any 
company's  safety  programme,"  says  Mr 
James  Tye,  director  general  of  the 
British  Safety  Council,  in  congratulating 
the  Award  winners.  "Tt  demonstrates  the 
transition  from  the  intent  of  a  safety 
policy  on  the  wall  into  actual  lives,  limbs 
and  money  saved. 


"Only  a  small  percentage  of  t 
nation's  industry  qualifies  for  this  awai 
but  if  industry  in  general  could  emuk 
the  safety-conscious  approach  of  the 
firms  we  could  see  a  vast  reduction 
both  the  £2,000m  which  industrial  ac 
dents  cost  the  country  annually  and  t 
inestimable  suffering  they  cause." 

The  award  is  a  tribute  to  Regen 
efforts  to  protect  its  employees  by 
active  programme  of  inspection  a 
training.  The  leading  figure  behind  tl 
success  has  been  Mr  Jack  Boutf 
Regent's  safety  officer,  who  will  recei 
the  award  next  month. 

More  Company  News  on  p7> 
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Naturally,  when  Chubb  make 

a  cash  register,  they  build-in 
cash  security,  plus  speed, 
accuracy,  adaptability... 

and  audit-readiness. 

business  -  it  also  accurately  records  a  secure 
and  detailed  account  of  every  transaction. 
That's  what  we  call  audit-readiness. 

Proudly  British  in  conception  and  manu- 
facture, the  CC148  is  available  in  single-total, 
four-  and  eight-total  versions  -  with  facilities 
selected  to  meet  your  own  operational  needs. 


This  is  the  new  CC148  -  the  fast,  fully  secure 
electronic  cash  register  that  produces  an 
audit-ready  print-out  of  all  transactions.  It  also 
separates  value  added  tax  (and  discounts  etc) 
automatically,  so  enabling  assessment  of  sales 
performance  and  reducing  book-keeping 
time.  Not  only  does  the  CC148  speed  the  day's 


Chubb  Cash 


Please  contact  your  nearest  Chubb  Cash  regional  centre: 


LONDON 

29  Enford  Street.  W1  Tel  01-262  3251 
NORTH 

Wellhouse  Fold.  Greenside  Road,  Mirfield, 
V\fest  Yorkshire  Tel  (0924)  496387 
MIDLANDS 

24a  Terminus  Shopping  Centre,  Wylde  Green, 
Sutton  Coldfield,  West  Midlands.  Tel.021 -382  7780 
EAST 

Laureate  Paddocks.  Newmarket.  Suffolk 
Tel  (0638)3527 


SOUTH  EAST 

9  Commonside  East,  Mitcham,  Surrey 
Tel. 01  -648  7060 
SOUTH  WEST 

Barton  Vale,  Bristol,  Avon  Tel  (0272)20541 
SCOTLAND 

10-12  Abbotsmch  Road,  Grangemouth 
Tel  (03244)4856 
NORTHERN  IRELAND 

377a  Antrim  Road.  Newton  Abbey. 


Glengormley.  Co  Antrim  Tel  023-13  3171 
CHUBB  CASH  LTD  HEAD  OFFICE.  BRIGHTON  (0273)  558441 
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Superdrug  head  for 
second  100  stores 

Superdrug,  the  drugstore  chain,  this  week 
celebrated  the  opening  of  their  100th 
store  with  the  announcement  that  the  ' 
expect  to  open  a  further  15  branches  this 
year  and  a  second  100  early  in  the  decade. 

Most  of  the  group's  stores  are  concen- 
trated in  the  south-east  of  England,  but 
the  latest  store  is  in  Manchester  and 
there  is  strong  representation  in  the  mid- 
lands and  Bristol  area.  The  1980s  will  see 
expansion  into  "all  major  centres 
throughout  the  country",  the  group  pre- 
dicts. 

Started  only  13  years  ago  by  Ronald 
and  Peter  Goldstein — and  still  a  family 
concern — Superdrug  is  already  one  of  the 
UK's  top  20  companies  for  return  on 
capital  and  for  sales  and  asset  growth 
rate.  Turnover  for  1979-80  is  a  record 
£40m.  In  1972  the  American  Rite-aid 
Corporation  acquired  an  equity  interest 
in  the  group  and  two  pharmacies  are 
operated  in  the  UK  under  the  Rke-aid 
banner — at  Hounslow  and  Putney.  How- 
ever, Mr  Peter  Goldstein,  joint  manag- 
ing director,  told  C&D  that  there  were 
no  immediate  plans  for  more.  "So  far  as 
pharmacies  are  concerned,  we  merely 
have  a  toe  in  the  water." 

In  the  USA,  Rite-aid  is  a  leading  dis- 
count drug  store  retailer  with  800  outlets 
and  annual  sales  of  over  $800m. 

Mixed  79  for  S&N 

Smith  &  Nephew  have  had  mixed  1979 
results  (C&D,  March  22,  p492),  with  a 
large  129  per  cent  rise  in  operating  pro- 
fits for  their  plastics  and  tapes  opera- 
tions (including  the  acquisition  of  An- 
chor), while  comparable  profits  of  toilet- 
ries and  cosmetics  fell  by  £1.4  million. 

Next  to  plastics,  medical  and  health 
care  produced  the  best  performance 
(operating  profits  up  16  per  cent)  parti- 
cularly in  the  growth  of  Flamazine  — 
"which  is  now  established  ...  as  the 
leading  treatment  for  burns". 

The  decline  in  toiletries  and  cosme- 
tics has  been  blamed  on  transport  strikes, 
earlier  in  1979,  and  "adverse  weather 
conditions".  Commenting  in  their  annual 
report,  Mr  K.  R.  Kemp,  chairman,  also 
says:  "This  was  followed  by  a  shortage 
of  components  and  lack  of  production. 
Every  effort  will  be  made  to  improve 
profitability  in  1980." 

Briefly 

Mr  A.  Raymond  Hall  MPs  has  moved  to 
618  Staniforth  Road,  Sheffield.  Tele- 
phone: Sheffield  441749. 

Boots  Co  Ltd  Chemists  are  to  have  a 
store  in  the  proposed  Leatherhead  town 
centre  development,  which  will  have  a 
supermarket,  about  twenty  small  shops 
and  offices  and  parking. 


Westminster  Report 

No  pharmacy  issue 
of  season  tickets 

Mr  Patrick  Jenkin,  Secretary  for  Social 
Services,  was  asked  in  the  Commons 
this  week  what  will  be  the  new  rate  for 
"season  tickets"  when  the  prescription 
charge  is  raised  to  £1;  for  what  periods 
will  they  be  available  and  if  arrange- 
ments will  be  made  for  them  to  be 

MARKET  NEWS 

Continuing  quiet 

London,  April  16:  The  past  week's  tra- 
ding, affected  by  Easter  holidays,  was 
devoid  of  major  changes.  Essential  oil 
buyers  were  awaiting  developments  at 
the  China  Spring  Fair  on  April  16. 

Brazilian  menthol  was  quiet  as  pre- 
sent prices  are  uncompetitive  com- 
pared to  the  Chinese  variety.  Most  of 
the  changes  in  oil  prices  were  again 
caused  by  currency  fluctuations.  High- 
er were  cinnamon  leaf,  Chinese  pep- 
permint and  patchouli,  while  cananga 
and  petitgrain  were  lower.  Ceylon  cit- 
ronella  eased  but  the  Chinese  oil  was 
firmer. 

The  relatively  strong  pound  made 
some  imported  chemicals  easier  in- 
cluding saccharin,  sulphadimidine, 
streptomycin,  chloramphenical  and 
oxytetracycline. 

Liquorice  root  was  unavailable  on 
the  spot  and  for  shipment.  Elsewhere 
in  botanicals  Canada  balsam,  cherry 
bark  and  hydrastis  were  marked  up; 
cascara  was  lower. 

Pharmaceutical  chemicals 

Chloramphenical:  BP73  £24  kg  in  500  kg  lots. 
ParaHIn  liquid:  BP  £0.642  litre  in  210-litre  drums; 
light  BPC  1963  £0.569:  Technical  white  oil  WA23 
£0.557;  WA21  £0.586. 

Petroleum  Jelly:  BP  soft  white  £466.21  metric  ton 
delivered   UK:   yellow  BP  £448.556  in  170-kg. 
Saccharin:  BP  '73  powder  £3.90  kg;  crystals  £3.40 
for  500  kg  lots  of  imported  material. 
Streptomycin   sulphate:   Sterile  £23.50   kg   in  250- 
500  kg  lots;  oral  £18.50. 

Sulphadimidine:  £5.75  kg  for  imported  in  }-ton  lots. 
Thiamine:  Hydrochloride/mononitrate  £19.49  kg  in 
25  kg  lots  of  British  origin;  500-kg  £17.99;  Imported 
£15.50  g  (500-kg). 

Crude  drugs 

Aloes:  Cape  £1,090  ton  spot;  £1,030,  cif,  Curacao; 
£2,210  cif,  no  spot 

Balsams  (kg)  Canada:  dearer  at  £12.55  on  the 
spdt,  shipment  £12.45,  cif.  Copaiba:  £3.05  spot; 
£2.95,  cif.  Peru:  £9.90  spot;  £9.85,  cif.  Tolu:  £6.15, 
Cascara:  £1,180  metric  ton  spot;  £1,140  cif. 
Cherry  bark:  Spot  £1,165  metric  ton;  shipment 
£1,150,  cif. 

Ginger:  Cochin  £400  metric  ton  spot  shipment 
£370,  cif.  Other  sources  no<t  quoted. 
Hydrastis:  Spot  £27.60  kg;  £26,  cif. 
Liquorice  ot:  Root  no  offers  spot  or  cif.  Block 
juice  £1,*  metric  ton  spot;  Spraydried  £1,550. 
Menthol:  i.g)  Brazilian  £5.40  spot;  £5.25,  cif. 
Chinese  £fa  spot;  £4.80,  cif. 

Pepper:  (metric  ton)  Sarawak  black  £975  spot, 
$1,300,  cif;  white  £1,360  spot;  $2,550,  cif. 
Seeds:  (metric  ton.  cif)  Anise:  China  £830  for 
shipment.  Celery:  Indian  £440.  Coriander:  Moroc- 
can £210.  Cumin:  Indian  £700.  Fennel:  Indian 
£475.  Fenugreek:  Moroccan  £265;  Indian  £225. 
Turmeric:  Madras  finger  £450  metric  ton  spot; 
£400,  cif. 

Essential  oils 

Cananga:  Indonesia  £15.40  kg  spot;  £14.75,  cif. 
Cinnamon:  Ceylon  leaf  £2.40  kg  spot;  £2.80,  cif, 
bark,  English-distilled  £155. 

Citronella:  Ceylon  £4  kg  spot;  and  cif,  Chinese 
£4.10  spot;   £4  cif. 

Patchouli:    Chinese   £19  spot  and  cif. 
Peppermint     (kg)     Arvenis — Brazilian    £4.40  spot 
and   cif.    Chinese   £2.95  spot;   £2.90  cif.  Piperata 
American  Far  West  £13.50  spot. 
Petitgrain:  Paraguay  £9  spot;  £9,  cif. 


issued  over  the  counter  by  generall 
practice  pharmacies,  hospital  pharmaciedl 
and  post  offices. 

Sir  George  Young  replied  that  the! 
cost  of  "season  tickets"  from  Decern-  [ 
ber  1  is  under  consideration  and  thai! 
there  are  no  plans  to  alter  the  existing! 
arrangements  of  their  purchase  througfil 
Family  Practitioner  Committees:  "The!! 
methods  suggested  would  lead  tdl 
increased  administrative  costs  which  j 
could  lead  to  increases  in  the  charges! 
for  the  'season  tickets'." 


Rosemary:  Moroccan  £6.80  kg  spot. 

Sandalwood:    Mysore    £65    kg    spot;    East  Indiarll 

£47  spot. 

The  prices  given  are  those  obtained  by  Importers  o  f 
manufacturers  for  bulk  quantities  and  do  not  included 
value  added  tax.  They  represent  the  last  quoted  o  f 
accepted  prices  as  we  go  to  press. 

COMING  EVENTS! 

Monday,  April  21 

Enfield  Pharmacists'  Association,  Chase  Farm 
Hospital  postgraduates  medical  centre,  Enfield, 
at  8  pm.  Mr  C.  F.  Pidgeon  (Enfield  borough 
environmental  health  officer)  will  talk  about  the 
work  of  his  department. 
Mid-Glamorgan  East  Branch,  Pharmaceutical 
Society,  Hawthorn  Leisure  Centre,  Pontypridd. 
Mr  John  Prince  (Ogwr  district  pharmaceutical 
officer)  on  "Bee  keeping''. 

Tuesday,  April  22 

Aberdeen  and  North  Eastern  Scottish  Branch, 
Pharmaceutical  Society,  Conference  room, 
Schoolhill  premises,  Robert  Gordon  Institute  of 
Technology,  at  8  pm.  Mr  A.  G.  M.  Madge  on 
"Acupuncture — history,  increase  of  interest,  its 
place  today". 

Brighton  Branch,  Pharmaceutical  Society, 

Brighton  General  Hospital  postgraduate  medical 
centre,  Elm  Grove,  Brighton,  at  8  pm.  Annual 
meeting.  I 
Stirling  and  Central  Scottish  Branch,  Pharmaceutical  I 
Society,  Station  Hotel,  Stirling,  at  8  pm.  Annual 
meeting  and  Mr  D.  Higgins  (ICI  Pharmaceuticals) 
on  "Beta-blocking  agents". 

Wednesday,  April  23 

Epsom  Branch,  Pharmaceutical  Society. 

Visit  to  Pharmaceutical  Society's  headquarters 
followed  by  dinner  at  the  House  of  Commons 
West  Metropolitan  Branch,  Pharmaceutical  Society.  1 
Visit  to  the  National  Musical  museum,  High  Street,  I 
Brentford,  at  7.30  pm.  Entrance  fee  El. 
Worthing  and  West  Sussex  Branch,  Pharmaceutical 
Society,  The  Village  Hall,  Ferring,  at  8  pm. 
Annual  meeting  followed  by  wine  and  cheese. 

Thursday,  April  24 

Bedfordshire  Branch,  Pharmaceutical  Society, 

Bird  in-hand,  Henlow  Camp  Crossroads,  at  8  pm. 
Annual  meeting. 

Dundee  and  Eastern  Scottish  Branch, 
Pharmaceutical  Society,  Angus  Hotel,  Dundee, 
at  8  pm.  Ladies  evening  with  Mrs  S.  Taylor 
(Broughty  Ferry,  Dundee)  on  "Laug'hter  lines". 
Edinburgh  and  Lothians  Branch,  Pharmaceutical 
Society,  Reines  Clark,  Smith's  Place,  Edinburgh, 
at  7.45  pm.  Annual  meeting. 

Northern  Scottish  Branch,  Pharmaceutical  Society, 

Raigmore  Hospital  postgraduate  centre,  at  7.45  pm. 
Mr  A.  G.  M.  Madge  on  "Acupuncture — history, 
increase  of  interest,  its  place  today". 
Northumbrian  Branch,  Pharmaceutical  Society, 
Stephenson  Room,  Centre  Hotel,  New  Bridge 
Street,  Newcastle,  at  8  pm.  Annual  meeting  and 
Mr  T.  D.  Turner  on  "Grass,  coke  and  acid". 
Thames  Valley  Pharmacists'  Association, 
Sterling-Winthrop  House,  Surbiton,  at  8  pm. 
Mr  G.  E.  Joss  on  "Sri  Lanka". 

Friday,  April  25 

Croydon  Branch,  Pharmaceutical  Society, 

Greyhound  Hotel,  Park  Lane,  Croydon,  at  8  pm. 
Annual  meeting  followed  by  a  discussion  of 
motions  to  be  proposed  by  branch  representatives. 

Advance  Information 

Cosmetics  80  exhibition,  Munich  Fair,  Munich, 
West  Germany,  May  9-11.  First  international  trade 
fair  for  the  cosmetics,  health  and  beauty  care 
industries.  Further  information  from  ECL 
(Exhibition  Agencies)  Ltd,  11  Manchester  Square, 
London  W1M  5AB. 
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r  important 
messages  from 
Pharmaton  Capsules 


Special  bonus  deals  until 

end  of  April  —  contact  your  usual  wholesaler. 

Incentive  shopping  vouchers 

available  —  contact  Pharmagen  Ltd.,  Runcorn,  Cheshire. 

£1000  Holiday  voucher 

contest  —  don't  miss  the  closing  date  for  entries! 


Pharmaton 
Capsules 


Swiss  combination  of  vitamins, 
minerals  and  G  1 15 
standardised  Ginseng  extract. 


p.s.  Contest  entry  forms  and 
display  material  available  from 
Pharmagen  Ltd., 

(Tel:  092  85  72816) 
PLUS  FREE  KEY  RING 


Rapid  relief 
from  the  misery 
of  Otitis  Media 


Otitis  Media,  especially 
in  children,  demands  fast, 
effective  relief  of  pain. 

Auralgicin  Ear  Drops  contain: 

*  A  fast  acting  analgesic 

*  A  decongestant 

*  An  antiseptic 

Auralgicin  brings  immediate 
comfort  to  the  sufferer  in  acute  and 
sub-acute  Otitis  Media.  You  may 
safely  recommend  its  use  in 
conjunction  with  prescribed 
systemic  antibiotics. 


Auralgicin 

Benzocaine.  Ephed.  Hydrochlor.  Phenazone.  Chlorbutol. 
Potassium  Hydroxyquinoline  Sulphate.  Glycerol. 


ARSONS 

19  April  1980 


Further  information  available  from:  Fisons  Limited, 
Pharmaceutical  Division,  12  Derby  Road,  Loughborough, 
Leicestershire,  LE11 OBB.  "Registered  Trade  Mark. 


Self  lok  Shoplan  Units 

Can  you  dispense 
with  them? 

You  certainly  can't  do  without  their  smart  clean 
lines  that  say  so  much  about  your  pharmacy  and  the  way 
you  run  it.  Nor  without  their  tremendous  versatility  and 
trouble-free  life. 

You'll  enjoy  Selflok's  good  old  fashioned  service 
too,_  and  together  with  modern  expert  planning  and 
design,  prompt  delivery,  and  installation  experts  at  your 
beck  and  call,  you  can  be  sure  of  complete  satisfaction. 

You'll  like  the  Selflok  range  too,  with  it's  Wall 
Shelving  -  Gondolas  -  Storage  Units  -  Binning  and 
Basket  Display  -  Perfumery  and  Cosmetic  Units  - 
Window  Fittings  -  Showcases  etc.,  and  -  yes  even  a 
complete  range  of  Dispensery  Units  -  and  we  make 
'specials'  too. 

So  you  see,  you  can't  dispense  with  Selflok. 
But  then  again,  you  can! 

Selflok  Shoplan  Limited,  Auckland  House, 
81  Farleigh  Road,  Warlingham,  Surrey  CR3  9EJ 
Telephone:  Upper  Warlingham  (088  32)  2151. 
Regional  Offices  in  Midlands  and  the  North. 


SELFLOK 
SHOPfcfB! 


I  would  like  to  know  more  about 
Selflok  Shoplan  range  of  fittings. 


Name  .. 
Position 


Company 
Address   


Tel:    CodeSS/PBCD 
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Classified  Advertisements 

Post  to  Classified  Advertisements,  Chemist  &  Druggist, 

25  New  Street  Square,  London  EC4A  3JA. 

Telephone  01-353  3212 

Publication  date  Every  Saturday 

Headings  All  advertisements  appear  under  appropriate 

headings. 

Copy  date  2pm  Tuesday  prior  to  publication  date. 
Advertisements  should  be  prepaid. 


Circulation  ABC  July/December  1978.  17,737. 
Display/Semi  Display  £6.00  per  single  column 
centimetre,  min  25mm.  Column  width  44mm. 
Whole  Page  £500.00  (275mm  x  186mm). 
Half  Page  £300.00  (135mmx91mm). 
Quarter  Page  £150.00  (135mmx9imm). 
Lineage  minimum  charge  £6.00  for  20  words, 
30p  per  word  extra. 
Box  Numbers  £1 .50  extra. 
Series  Discounts  5%  on  3  insertions  or  over.  10%  or 
7  insertions  or  over.  15%  on  13  insertions  or  over. 


STOCKS  FOR  SALE 


BUSINESS  FOR  SALE 


NITRAZEPAM  BP  5mg 
ONLY  3p  PER  1 ,000! 

If  ordered  with  either 
1,000  tabs.  Quinine  Sulph.  or  Quinine  Bi- 
Sulph 

BP  300mg  at  £39.97 
Total  £46.00  (inc  VAT) 


New  a/cs  .  .  .  cheque  with  order  please. 

Please  ask  for  list  of  other  3p  offers,  and  do  not  forget 
your  "ODD-JOB"  single-edge  blades  from  Unichem 
or  direct  from  us  at  £4.80  per  100  (inc  VAT). 


GLOBAL  PHARMACEUTICS  LIMITED 

62  Kenilworth  Road 
Edgware,  Middx  HA8  8XD 

Tel:  01-958  5476 


JEWELLERY.  Sterling  silver  and  9ct 
gold.  A  wide  range  of  ear-rings,  rings, 
bracelets,  chains  etc,  brought  to  your 
door  at  best  cash  prices.  Write  Lloyd 
Cole.  37  College  Avenue,  Maidenhead. 

(3/1W) 


ONE-SIZE  TIGHTS  from  £2.30  doz. 
plus  VAT.  Min.  order  6  doz.  overall 
CWO.  Carriage  free.  Full  range  Price 
List.  E  &  R  Kaye,  16/18  New  Bridge 
Street,  London,  EC4.  (18/1  OF) 


AFRO  &  AMERICAN 
CC^ETICS 
Full  delivery  service  around 
London,  or  personal  callers 
welcome  at  our  cash  &  carry 
showroom 
Price  list  available.  Export 
enquiries  welcome 
BARRY  MERO  LTD. 
36  Brixton  Rd,  Brixton  SW9 
01-582  4755  (6  lines) 


AFRO'  PRODUCTS 

English,  American  and  Caribbean  products.  We  offer  a  unique  ser- 
vice, to  the  retailer,  in  most  popular  brands  of  hair  and  skin  cosmetics. 
Johnson's,  Palmer's,  St.  Clare's,  Dax,  La  India,  etc..  etc 
ZEBBRA  WHOLESALERS, 
127  Stoke  Newington  High  St., 
London,  N16. 

Phone  01-249  3161,  ext.  4/5.  (TC) 


XI  —  WARWICKSHIRE  — 
Well  sighted  premises  on  vil- 
lage main  road.  Turnover, 
1978,  £136,946,  scripts  aver- 
age approx.  1,200  per  month, 
premises  held  on  lease,  29  years 
to  run.  Capital  required  includ- 
ing stock  at  valuation  approx. 
£40,000. 

X2  —  GREATER  MAN- 
CHESTER— Retirement  vac- 
ancy, densely  populated  area, 
heavy  dispensing.  Turnover 
exceeds  £100,000  per  annum 
of  which  70%  dispensing, 
property  for  sale  £7,000. 
goodwill  and  fixtures  £11,000. 
Stock  approximately  £12,000. 
X3  —  CENTRAL  LAN- 
CASHIRE —  Available  due  to 
death  of  the  proprietor.  Mod- 
ern single  fronted  pharmacy. 
Property  for  sale  or  lease. 
Turnover  approximately 
£120,000,  of  which  £88,000 


NHS  dispensing.  Reasonable 
hours.  Rota  1  in  6.  Price 
£13,750,  plus  stock  approx- 
imately £12,000. 
X4  —  CENTRAL  SCOT- 
LAND— Retirement  vacancy, 
excellent  dispensing  business 
(3,000-3,500  scripts  per 
month).  Counter  trade  unde- 
veloped. Profit  to  owner/man- 
ager 1979  approximately 
£17,000.  Total  capital 
requirement,  including  prop- 
erty, approximately  £46,000. 
X5— SOUTH  LANCASHIRE 
VILLAGE — Pharmacy,  near 
to  the  coast,  comprises  of  dou- 
ble shop  unit  unopposed  with 
potential.  Turnover,  1978 
around  £120,000.  Property 
including  extensive  living 
accommodation.  £42,000, 
goodwill  and  fixtures  £12,000 
and  stock  at  valuation,  around 
£16,000. 


We  are  very  happy  to  announce  that  Mr  B.  E.  Cattrall  will  be 
joining  our  staff  from  Monday  April  21st  1980.  Mr  Cattrall's 
unique  knowledge  of  the  distributional  side  of  pharmacy  in  York- 
shire and  the  North  East  of  England  generally  will  add  further 
strength  and  support  to  the  experienced  service  that  we  can  offer  to 
our  clients  in  this  area. 

Mr  Cattrall  hopes  to  call  on  all  our  friends  during  the  coming 
months. 


V  Ernest  J/George 

ijZZ    GARDALE  HOUSE,  122  GATLEY  ROAO,  GATLEY,  CHEADLE, 
CHESHIRE  SK8  4AT  Tel:  061  428  6718/9 


STOCKS  FOR  SALE 


Three  Pears  Cosmetics 
im       Station  Road 
Mfl  Warley 
\£J      West  Midlands 

WE  OFFER  A 
LARGE  RANGE  OF 
TOP  QUALITY 
PERFUMES  AT 
BELOW  TRADE  PRICES. 
CONTACT 
ANGELA  CLARKE 
ON  021-559  9367 

(3/5F) 


SINGLE  EDGE  STAINLESS  STEEL 
BLADES.  Five  cartons  of  100  £19.501 
inclusive.  Immediate  delivery.  Cheque! 
with  order  please,  Rolenworth  Ltd.  1-31 
Grey's  Road,  Henley  on  Thames.|j 
Oxon. 

(TCWl 


SHOPFfTTING 


SINGLE  EDGE  BLADES 

20  pkts  of  5  on  showcard  £4.50 
Cartons  of  100  £3.50  incl.  VAT  and  post. 
Cheque  with  order  please 

MAXWELL  GORDON 

2B  Cricklewood  Lane  NW2  1EX 

(TCW) 


SUPER  SHELVING  SYSTEM  WILL 
INCREASE  YOUR  TOILETRY  SALES 
BY  HUNDREDS  of  pounds.  Send  for 
colour  illustration  or  ask  us  to  call  for  i 
instant  quote.  Glass  display  counters! 
with  lighting,  island  sites  and  show-jj 
cases.  Early  delivery  direct  from  mak-| 
ers.  THIRSK  SHOPFITTINGS,  741-1 
743  Garrett  Lane,  London  SW17  0PD.I 
Tel:  01-946  2291.  (TC.W)| 

SPECIALIST  SHOPFITTING  SER 

VICES.  Free  Planning,  Competitive 
Prices.  Phone  061-445  3506.  H.  A 
Peyser,  20  Fairfax  Avenue,  Didsbury, 
Manchester  M20  0AJ.  (TC) 
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SITUATIONS  VACANT 


Pharmacists  I 


Papua  New  Guinea 


Supply  •  Hospitals 


Applications  are  invited  from  graduates  or  those  with  an  equivalent 
qualification  for  the  following  posts  with  the  Pharmaceutical  Services 
Section  of  the  Department  of  Public  Health.  Candidates  should  have 
relevant  experience  in  pharmaceutical  activities  to  include  some 
supervisory  responsibility. 

Supply  -  Appointees  will  be  required  to  operate  an  efficient  medical 
supply  service  within  a  given  area  from  a  Provincial  Medical  Store  and 
work  in  liaison  with  one  or  more  Provincial  Health  Officers. 

Hospitals-To  manage  the  pharmacy  of  a  base  hospital. 

Rewards 

A  salary  of  12,810  Kina  (£8,107)  is  offered. The  pound  equivalent  figures 
will  fluctuate  due  to  movement  in  exchange  rates.  The  exchange  rate  at 
27th  March  1980  was  K1.58  to  £1  Sterling. 

Plus 

❖  3  years  contract  renewable  in  most  instances. 

❖  Gratuity  of  24%  per  annum  of  annual  salary,  taxed  at  a  flat  rate 

of  2%. 

❖  Virtually  free  married  or  single  accommodation. 

❖  Airfares  to  and  from  PNG  at  commencement  and  expiry  of  contract. 

❖  6  weeks  annual  leave  with  return  fares  paid  to  UK  during  2nd  year  of 
contract. 

❖  Free  primary  and  secondary  schooling  (Port  Moresby  and  Lae  only) 
and  generous  education  subsidies  for  dependent  children  attending 
school  overseas. 

Please  write  or  telephone,  quoting  Ref:  VIS/PHD/16  for  application 
forms  (to  be  completed  in  duplicate)  and  further  details  tor- 
Trie  Recruitment  Attache,  Papua  New  Guinea  High  Commission, 
14  Waterloo  Place,  London  SW1R  4AR.  Telephone  01-930  0922. 


Papua  New  Guinea 


°a  New  6J' 


TRADE  SERVICES 


International  Trade  Mark  Agents 

Established  1887 

52-54  Featherstone  Street 

London  EC1Y  8ST 
Telephone  01-253  6184 
Telex  299638  March  G  (23/8F) 


NORTH  WEST  OSTOMY  SUPPLIES 
(WHOLESALE)  LIMITED.  The  special- 
ists to  contact  for  all  ostomy,  inconti- 
nence supplies.  1 1  Bridgewater  Road, 
Walkden.  Tel.  061-790  2382. 


AGENCIES  WANTED 


GENTLEMAN  available  in  inner  Lon- 
don to  accept  existing  agencies.  Full 
details  to  Box  No.  2715. 


AGENTS  REQUIRED 


AGENTS  required  calling  on  chemists 
and  stores  in  England  and  Wales  for 
cosmetic  products  and  additional 
imported  items.  Apply  Box  No.  2716. 


<7| 


UNivKHsmr  of  Dublin 

Trinity  Celiac*  ' 


LECTURER  IN 
PHARMACEUTICAL 
CHEMISTRY 

Applications  are  invited  for  the  post  of 
Lecturer  in  Pharmaceutical  Chemistry  in 
the  School  of  Pharmacy,  Trinity  College, 
Dublin. 

Salary  Scale:  £5,559-£10.866  p.a. 
Appointment  is  likely  to  be  made  in  the 
range  £5,559-£7,040.  There  is  a  non- 
contributory  pension  scheme. 
Application  forms  and  further  particulars 
may  be  obtained  from: 

The  Establishment  Officer 

West  Theatre 
Trinity  College,  Dublin  2 
Tel.  772941,  ext.  1775 
The  latest  date  for  receipt  of  completed 
applications  will  be  Friday,  9th  May  1980. 


STOCKS  WANTED 


A.  &  H.  OTTER  LTD. 

(established  1920) 

Largest  cash  stock  buyers  in  the 
trade  for  manufacturers'  clearing 
lines,  and  retailers'  stocks. 
8  Northburgh  Street,  London 
EC1V  0BA.  Tel:  01-253  1184/5. 
Telegrams:  "Salvall",  London 
E.C.1.  (TC.W) 


WANTED 


Generic  tablets.  Largest  cash  stock 
buyers 
Urgent: 

Paracetamol,  steroids,  Magnes,  Trisil  Co 
etc. 

G.  A.  GALAK  LTD. 
PO  Box  135032 
Chourane,  Beirut,  Lebanon 

(26/4) 


WE  PURCHASE 
SHOP  STOCKS  AND 
MANUFACTURERS  SURPLUS 

Please  telephone  or  write: 
LAWRENCE  EDWARDS 
AND  CO.  LTD., 
Wellington  Close, 
London  Wll  2 AN. 
Tel:  01-727  3137-8  (17/1F) 


PHARMACEUTICAL  ANTIQUES. 

Drug  runs,  shop  interiors,  bottles, 
etc.,  urgently  wanted.  Kindly  contact 
Robin  Wheeler  Antiques,  Parklands 
Park  Road,  Ashtead,  Surrey.  Tele- 
phone: Ashtead  72319.  Buyer  col- 
lects. (TC.W) 


MISCELLANEOUS 


FOR  SALE 

3  pear  shaped  carboys 
3  swan  necked  carboys 
1  Yardley  lavender  lady  (porcelain) 
WHAT  OFFERS? 
BUYER  COLLECTS 
Tel:  (0202)  700175 
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SITUATIONS  VACANT 


SCOTLAND 


REPRESENTATIVE 
WITH  FREEDOM 


People  are  beginning  to  talk  about  our  company.  We  sell  to 
chemists,  and  are  growing  very  fast.  Already  this  year  we 
are  running  over  50%  up  again.  We  have  growing  products, 
we  have  an  exciting  programme  of  new  products  and  we 
have  everyone  taking  notice. 

So  where  does  the  freedom  come  in?  We  treat  our  rep- 
resentatives like  individual  people.  We  already  have  14  (7 
girls  and  7  guys)  and  we  need  an  additional  one  to  beef  up 
Scotland.  Of  course  we  pay  a  good  basic  salary,  plus  car 
and  expenses,  but  we  give  you,  on  top,  the  freedom  to  earn 
what  you  are  really  worth  with  substantial  commission.  And 
it  doesn't  stop  there.  You  are  free  to  sell  with  your  own 
personality,  free  to  manage  you  own  territory,  and  free  from 
hours  of  paper-work. 

So,  if  you  have  what  it  takes,  write  us  a  letter  of  not  more 
than  50  words  and  make  the  80s  your  best  decade  yet. 
Interviews  will  be  arranged  at  our  Manchester  Head  Office, 
with  your  expenses  paid. 

P.O.  BOX  No.  2714 


Are  you  interested  in 
your  profession? 

Every  aspect  of  it,  we  mean — the  science,  the  selling,  the 
ethics,  the  business  management,  the  politics,  the 
products  ...  In  short,  do  you  enjoy  being  a  pharmacist?  If 
so 

Could  you  write  about  it? 

Chemist  &  Druggist  has  a  vacancy  for  an  additional 
pharmacist  to  join  the  editorial  team.  The  qualities  required 
are  post-registration  experience  of  pharmacy  practice,  plus 
an  ability  to  write  clearly  and  to  the  point.  Full  training  will  be 
provided  for  the  successful  applicant  to  acquire  the 
necessary  journalistic  skills. 

Have  you  an  inquiring  mind? 

Then  you  will  want  to  know  more.  Chemist  &  Druggist  is 
part  of  the  Benn  Group  and  conditions  of  employment  are 
good,  with  a  contributory  pension  scheme,  competitive 
salary  and  a  five-day  week — though  we  can't  promise  you 
will  have  your  feet  up  every  weekend!  But  why  not  find  out 
what  a  career  with  Chemist  &  Druggist  offers?  Send  details 
of  your  qualifications  and  experience,  to 


R.  E.  Salmon,  MPS 
Editor,  Chemist  &  Druggist 
25  New  Street  Square 
London  EC4A  3JA 
Telephone  01-353  3212 


DRUGGIST 


CHEMIS 
DRUGGI 


Classified  Advertisements 

Post  to  Classified  Advertisements,  Chemist  &  Druggist, 
25  New  Street  Square,  London  EC4A  3JA 
Telephone  01-353  3212 

Copy  date  1 2  noon  Tuesday  prior  to  publication  date 


ORDER  FORM  All  advertisements  from  individuals  must  be  pre-paid. 

Please  insert  as  below  our  advertisement  under  the  heading  

Please  invoice  insertions   

PLEASE  PRINT  


Name 
Address 


Phone  Date   Signed   

Display/Semi  Display  £6.00  per  single  column  Quarter  Page  £150  (135mm  x  91mm) 

centimetre,  min  25mm.  Column  width  44mm  Lineage  Minimum  charge  £6  for  20  words.  30p  per  word  extra 

Whole  Page  £500  (275mm  x  86mm)  Series  Discounts  5%  on  3  insertions  or  over.  10%  on  7 

Half  Page  £300  (135mm  x  186mm)  insertions  or  over.  15%  on  13  insertions  or  over 


Typesetting  and  graphics  by  Tottenham  Typesetters  Ltd.,  London  N1 5  Printed  by  Riverside  Press  Ltd.,  Whitstable,  Kent.  Published  by  BENN  PUBLICATIONS  LTD.,  25  New  Street  Square,  London 
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ORALCER  IS  DIFFERENT  —  NOT  A  GEL, 

NOT  A  PASTILLE 


IT  IS  A  UNIQUE  SLOW  RELEASE  PELLET  —  REALLY  EFFECTIVE! 

Recommend  it  to  your  customers  with  confidence,  and  help 
yourself  to  a  generous  BONUS  of  6  FOR  THE  PRICE  OF  5 


Oralcer  promotes  rapid  healing  of  mouth 
ulceration  and  lasting  relief.  Oralcer  treats 
mouth  ulcers  by  its  dual  action  of  killing 
germs  and  healing  ulcerated  mucosa.  It 
has  proved  very  effective  even  in  cases  of 
severe  and  recurrent  oral  ulceration. 

Oralcer  does  not  contain  anaesthetics  or 
analgesics  and  so  does  not  mask  the 
seriousness  of  the  ulceration. 

Retail  price  48p. 
Trade  price  £3.50  per  doz. 

Available  from  your  local 
wholesaler. 


Take  full  advantage  of  the  intensive 
advertising  campaign  in  the  National 
Daily  and  Sunday  Press. 
RESTOCK  NOW! 


VITABIOTICS  LTD. 
122  MOUNT  PLEASANT 
ALPERTON,  MIDDX.  HAO  1 UG 
Phone  903  5541 


_ /y/lemou 


continental  style  shopfittings  designed  for  today's  Pharmacy 
plus  full  service  -  complete  installations 
olney  bros  ltd  jado  house,  northbridge  road, 
berkhamsted,  herts  hp4  leg 
ZOP    free  colour  brochure  04427-541 7/9 


MCL  PROVIDE  THE  SOLUTIONS... 


to  your  contact  lens  solution  problems 
from  the  largest  stocks  in  the  U.K. 


QUALITY      Contact  Reggie  Ormes,  MCL  Services  Ltd., 
(RELIABILITY   Castleham  Road,  St.  Leonards-on-Sea,  East  Sussex, 
SERVICE       TN38  9NBorteleph  one  Hastings  53381  -7 


If  you  are  a  retailer  in 
any  of  these  counties 


•  West  Midlands 

•  Warwickshire 

•  Gloucestershire 

•  Oxfordshire 

•  Avon 


•  Wiltshire 

•  Berkshire 

•  W.  Surrey 

•  W.  Sussex 

•  Hampshire 


•  Dorset 

•  Isle  of  Wight 

•  Somerset 

•  Devon 

•  Cornwall 

•  Channel  Isles 


and  you  require  a 
comprehensive  and 
competitive  range  of 

CHEMIST  SUNDRIES 


CONTACT 


to  Paul  Murray  Ltd.,  speedwell  close, 

CHANDLERS  FORD  INDUSTRIAL  ESTATE,  EASTLEIGH.  HANTS. 
TEL.  CHANDLERS  FORD  (042  15)  68444   


Name  

Address. 


□  Please  send  your  current  price  list. 

□  Please  arrange  for  a  representative  to  call. 


PLEASE  MENTION 
Chemist  &  Druggist 

WHEN  REPLYING  TO 
ADVERTISERS 


19  April  1980 
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Take  one 

Or  take  a  million 
You'll  find  that  quality  is  perfect,  when 
tablets  or  capsules  come  from  Seward  Pharmaceutical. 
Our  attention  to  detail  starts  with  raw  materials, 
through  frequent  lab  checks  and  batch  analysis, 
to  final  post-packing  examination. 
That's  how  much  we  care,  and  it  shows. 
On  every  one  you  take. 


A  member  of  the  Medical  Division  of  UAC  Limited 


